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NEW YORK LIFE INSURANCE Co. 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 
DARWIN P. KINGSLEY, President 
INCOME, 1920 PAID POLICY HOLDERS .1920 


Premiums $142,672,244 Death Claims $35,036,558 


d Rent 44,335,004 Endowments 24,399,171 
Interest and Rents 1339, Dichlonths pre 


Other Income 6,782,885 23,432,313 
Total Income $193,790,133 i $114,849,597 


New Paid Insurance in 1920 $693,979,400 
Admitted Assets, January 1, 1921 $966,664,397 
Legal Liabilities, January 1, 1921 $841,255,357 
Reserve for Dividends and Other Purposes $125,409,040 

$3,537,298,756 


Insurance in Force, January 1, 1921 
BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT GEORGE B. CORTELYOU GRANGER A. HOLLISTER RICHARD I. MANNING 
ALFRED L. AIKEN JOHN H. FINLEY AL. . JOHNSON JOHN G. MILBURN 
JOHN E. ANDRUS DAVID R. FRANCIS Ss. D. GERRISH H. MILIKEN 
CORNELIUS N. BLISS, Jr. A. BARTON ahead V. KING FRANE PRESBREY 
JOHN J. PULLEYN 


NICHOLAS MURRAY BUTLER MYRON T. HERRIC AR GSLEY 
FLEMING H. REVELL GEORGE M. REYNOLDS ‘ELBRIDGE G. sNow HIRAM R. STEELE OSCAR S. STRAUS 
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Answer Quick! | ak casual 
A LIVE, ACTIVE ------= M@ANS ------- 


Reputation 
DISTRI CT MANAG ER and 
SOLICITOR WANTED fier iz ice and jel the hardest 


timber’d oak.”’—Shakespeare. 
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In other words, it is constant and faithful 
repetition by each individual agent that 


0 A LAH Q MA will make his message more forceftil—break 
Ay down sales resistance and produce increased 
© business. 
WISCONSIN Be ze Over Ten Thousand agents, daily recip- 
4 ients of Continental Satisfaction, will bear 
x witness to the fact that repetition does 
: N D i A N A mean reputation. 
o Continental advertising is designed to “‘ blaze 


“AMERICA Fore” the trail’? for agents—rustle up inquiries 


MICHIGAN ee 
sm social THE CONTINENTAL 


Oldest Mutual Association 


ofits kind INSURANCE COMPANY 


Address ERNEST W. BROWN, Secy.-Treas. HENRY EVANS, Chairman of the Board 
J. E. LOPEZ, President 


INTERSTATE BUSINESS MEN’S Home Office: <a ee 


80 Maiden Lane, N. Y. 
ACCIDENT ASSOCIATION ee rm 


BROWN BUILDING DES MOINES, IOWA 5 CHICAGO SAN FRANCISCO MONTREAL 
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1921 EDITION READY CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





LIFE AGENTS 


B R | E r Insurance in Force $58,000,000.00 








A VEST POCKET WORK JAMES A. McVOY 
Containing a Synopsis of Vice-President and General Manager 
PREMIUM RATES 7 
CASH VALUES 
NET COST OF INSURANCE 
POLICY PROVISIONS 
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CONVENIENT, CONCISE, COMPACT The Fireman’s Fund 
is in the front rank 


RATES ARRANGED BY AGES © in fire, marine and 


Participating and Non-Participating automobile insurance. 
DIVIDENDS AND AVERAGE YEARLY 


COST 
5 and 10 year periods 
DIVIDENDS IN 1921 














Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





Price, in Flexible Binding 
Per Copy, $2.00 





A Progressive SURETY and CASUALTY Compan; 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 




















Tue Spxcrator is published every Thursday by The Spectator Companyy at 135 William Street, New York, N. Y. Entered as second-class matter June 23, 1879. at 
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Where Fire Dividends Come From 


Net Dividends for 135 Large Fire Insurance Companies During Past 
Ten Years Amounted to Only $137,079,145—Average of 
6 to 7 Per Cent on Money Invested 


He accompanying table clearly shows where 
the dividends derived from the business 
of fire obtained. Many 
people through the lack of study of the 

insurance companies, 


insurance are 


statistics of fire 
criticise these companies for the dividends 
some of them pay to policyholders. They 

claim that unduly large returns are given 
to stockholders, and allege that fire insurance premium rates 
are higher than they should be. It might be interesting in- 
formation for them to know that the net dividends paid by 
135 millionaire fire insurance companies during the past ten 
years amounted to but $137,079,145. This is an average 
dividend of about six or seven per cent a year on the money 
invested by stockholders in capital and surplus contributions. 
When one considers the possibilities, ever imminent, of con- 
flagrations in large cities where the companies, in the interest of 
this return 


public and business welfare, write enormous lines, 


on money invested is not a particularly alluring one. 


DivipeNpDS Pap From INVESTMENT EArNniNGs 

The dividends are shown by the accompanying table to be 
derived from the investment earnings of the companies. The 
table shows that for 135 millionaire fire insurance companies 


the investment earnings during the past ten years amounted to 


$255,248,610, $171,080,223 were paid to stockholders in divi- 
dends and $84,168,387 were added to surplus account, to be 
held for the protection of policyholders against the conflagra- 
tion hazard, as well as to supply any deficiency arising from 
Policyholders could not 


losses on underwriting transactions, 
in such a 


expect astute business men to invest their money 
hazardous and uncertain business as fire insurance, 
dividends forthcoming were reasonable, and sufficient money 


could be laid aside in years of fair experience to pay dividends 


unless the 


in lean years of the future. 

It is further noticed that the stockholders have paid during 
the past ten years into the surplus funds the sum of $34,001,- 
078, either by payments of assessments or by premium on 
new stock sold, so that the sum of $118,168,545 was either 

gained by investments or contributed by stockholders in excess 
at the dividends paid. Stockholders of forty-two of the 134 
companies contributed more to the surplus amounts than sums 
paid for dividends. 

The statistics in the accompanying table therefore demon- 
strate that very few of the great companies listed have drawn 
upon either their underwriting profits or previously accumu- 
lated surplus funds for the payment of dividends ; indeed, it is 
noted that some of the dvidends declared represent transfers 
from the surplus to the capital account, and the money still 
remains with the companies for the protection of policyholders. 
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WHERE FIRE INSURANCE DIVIDENDS COME FROM 


NAME OF COMPANY. 


POANA RIGTUROIN .5:65200s veme 
Agricultural, Watertown...... 
PUNMRY. PAUDBET oc cic ccnceceee 
Allemannia, Pittsburgh....... 
Alliance, Philadelphia ....... 


American, Newark .......... 
American Alliance, New York|| 
Am. Automobile, St. Louis.. 
American Central, St. Louis.. 
American Eagle, New York... 


American Equitable, N. Y. 
American Fire, New York. 
American National, Columbus. 
Assurance, New Withee css 
Automobile, Hartford ....... 


Baltimore Am., Baltimore..... 
Bankers and Shippers, N. Y.. 
ee Eh es 
Buffalo, Buffalo f ..6...0650 
California, San Francisco.... 


Camden Fire, Camden ...... 
Central Fire, Baltimore...... 
Central National, Des Moines. 
Cativens, St. Lewis «0.506605. 
City of New York, New York. 


Cleveland National, Cleveland. 


Columbia, Dayton .......<... 
Columbia, Jersey City........ 
Columbian National, Detroit. 
Commerce, Albany .......... 


Commercial Union,, N. Y.... 
Commonwealth, New York... 
Concordia, Milwaukee ....... 
Connecticut Fire, Hartford... 
Continental, New York ...... 


County Fire, Philadelphia.... 
Detroit F. and M., Detroit... 


Dixie Fire, Greensboro...... 
Dubuque F, and M., Dubuque 
Eagle Fire, Newark......... 
Equitable F. & M., Providence 
Farmers, Cedar Rapids...... 
Federal, Jersey City ........ 


Fidelity Phenix Fire, N. Y... 
Fire Association, Philadelphia. 


Firemans Fund, San Francisco. 
Firemens, Newark .......... 
Fire Reassurance, New York.. 
First Reinsurance, Hartford... 
Franklin Fire, Philadelphia... 


Girard F. and M., Philadelphia. 
Globe, Pittsburgh ........... 
Globe and Rutgers, New York. 
Globe Nat’l Fire, Sioux City.. 
Granite State, Portsmouth.... 


Great American, New York c. 
Great Lakes Fire, Chicago... 
Hamilton Fire, New York.... 
Glens Falls, Glens Falls...... 
Hanover Fire, New York..... 


Hartford Fire, New York.... 
Hawkeye Secur., Des Moines. 
Henry Clay Fire, Lexington.. 
ne IEW NOL cps sccccce 
Home Fire, Fordyce ......... 


Home F. & M., San Francisco. 
Hudson, New York.......... 
Imperial, New Yorkq........ 
Importers & Exporters, N. Y.. 
Indemnity Co., St. Louis..... 


Industrial Fire, Akron........ 
Ins. Co. of N. A., Philadelphia 
Ins. Co. of State of Pa., Phila. 
International, New York..... 
Inter-Ocean Reins., Cedar R.. 


Iowa National, Des Moines.... 
Knickerbocker, New York.... 
Lumbermens, Philadelphia 

Marquette National, Chicago.. 
Massachusetts F. & M., Boston. 


Maryl’d Motor Car, Baltimore. 
Mechanics, Philadelphia ...... 
Mechs. & Traders, N. Orleans. 
Mercantile, New Yorkt...... 
Merchants Fire, New York... 


Income 
from 
Invest- 
ments 


in Ten Yrs. 


$ 
10,197,860 
2,383,943 
603,226 
928,780 
1,275,062 


4,695,335 
1,057,765 
300.299 
1,921,462 
845,412 


216,626 
249,209 
201,942 
280,432 
1,286,997 


673,094 
213,256 
3,401,347 
1,246,147 
681,488 


1,740,695 
800,695 
180,669 
283,094 
703,625 


464,055 
372,677 
494,898 
551,947 
399,284 


456,663 
1,280,025 
1,096,567 
3,189,607 

15,818,980 





5,106,045 
3,270,589 

148,154 
1,089,047 
1,264,587 





11,874,874 
96,300 
321,447 
3,077,525 
1,906,588 


11,664,862 


219,227 





158,450 


209.5838 
9,761,837 
1,730,121 
1.805.535 

57,180 


154,529 
314,328 
895,672 
251,542 


565,655 





199,007 
673.601 
665,679 
1,083,587 
880,436 





Contribu- 
tions of 
Stock- 
holders 


in Ten Yrs. 


150,000 
c7 400,000 
41,000,000 


7$1,000,000 


f*900.000 
300,000 


§2,000,000 


§180,000 
71,500,000 


$488,200 


§$4496,141 








§$7484,000 


$700,000 


“1,000,000 


750,000 
504,285 





500,000 
*500,000 


4817,400 






41,000,000 
71,000,000 
$522. 000 
700,000 
7100,000 








¥74,914 
€1,000,000 


7221.503 
125,000 


100 000 
$385,000 


*5,000 


Dividends 
aid 


in Ten Yrs. 


$ 
9,950,000 





b642,000 
756,250 


4,190,447 
970,000 
185,250 
920,612 
690,000 


178,000 
172,000 
828,000 


473,000 
2,470,000 
1,056,000 

175,000 


898,189 
445,000 
310,000 
402,620 





98, 000 
67,977 
200,000 


200,000 
625,000 
651,883 
2,760,000 
h19,600,655 


391,970 
687,500 
209,934 
470,000 
146,375 


384,500 
204,000 
1,180,000 
4,300,000 
3,317,838 


3,045,000 
2,590,007 

75,000 
1,169,999 


810,000 
360,000 
2,605,978 


214,000 


7,525,000 

128.005 
1,765,000 
1,240,000 


8,200,000 
56,511 
124,379 
16,080,000 
374,022 


6,250 


63,500 
6,110,000 
444,595 
1,080,000 


475,000 
105,000 
180,000 


166,250 
267,500 

48,000 
500,000 
427,750 


Excess of 
Investment 
Income and 
Contribu- 
tions Over 
Dividends 
in Ten Yrs. 

$ 
247,860 
646,443 
328,226 
286,780 
643,812 


938,626 
549,209 
201,942 
108,482 
2,458,997 


380, 094 
1,713,256 
931.347 
190,147 
506,488 


1,180,669 
— 26,906 
789,205 


960,196 
185,177 
396,898 
821,994 
199,284 


256,663 
655,025 
819,664 
429,607 
— 3,781,675 


146,521 
401,238 
340,221 
523,624 
605,748 


965,672 
343,823 
422,094 
4,705.299 
2,545,676 


2,811,045 
1,184,867 
354,384 
1,514,047 
694,588 


315,537 
214,798 
3,918,567 
1,004,245 
308,931 


5,849,874 
488,562 
193,442 

1,312,525 
666,588 





4,464,862 
162,716 


— 


ty We ste te 


—_ 


651, 1837 





376,082 
283,210 
420,672 
146,542 


385,655 


132,757 
791,101 
617,679 
585,587 
457,686 


WHERE FIRE INSURANCE DIVIDENDS 
~ COME FROM 












SECTION SHOWS 
INCOME FROM INVEST- 
MENTS AND STOCKHOLDERS’ 

CONTRIBUTIONS ABOVE AMOUNT 
‘PAID FOR DIVIDENDS — 
EXCESS $118,169,465 — 
USED FOR LOSSES OR 
ADDED TO SURPLU 











THE TOTAL AREA OF THE CIRCLE INDICATES 

AMOUNT OF INCOME FROM INVESTMENTS 

AND CONTRIBUTIONS OF STOCKHOLDERS 
IN TEN YEARS, $289,249,688. 











WHERE FIRE INSURANCE DIVIDENDS COME FROM—Continued. 
Excess of 
Investment 











Income Contribu- Income and 

from tions of Contribu 
NAME OF COMPANY. Invest- Stock- Dividends tions Over 
ments holders Paid Dividends 
in = Yrs. in be Yrs. in Ten Yrs. in Ten Yrs. 

¢ 
Michigan F. and M., Detroit.. 6915 sae 100,000 291,275 
Milwaukee Mechs., Milwaukee. 2,177,318 126,566 1,683.000 620.884 
Minneapolis F. & M., Minn.. 537,047 $51,815 200,000 388,862 
National American, Omaha... 95,841 FAOOONO  vascefe ose 295,841 
Nat’l-Ben Franklin, Pittsburgh. (i +, ie ee 1,336,138 515,365 
National Fire, Hartford....... $1,250,000 3,644,430 8.980.149 
National Liberty, New York.. 3,787,869  ........ 2.085,000 1,702,869 
National Reserve, Dubuque..:; . G@00% ccssckce ~~ evansase 56,697 
National Union. Pittsburgh... $210,000 843 1,279,482 
Newark Fire, Newark........ 255,987 124,276 966,094 
New Brunswick, N. Brunswick. 676,512 271,400 184,645 165,267 
New Hampshire, Manchester... 2,918,009 ........ 1,612,072 1,305,937 
New Jersey, Newark ........ 985,151  7§742,500 90,000 1,637,691 
Niagara Fire, New York...... ee : ee 2,450,000 1,258,041 
North Carolina Home, Raleigh. LOR MOE oh hmswes 187,520 10,881 
Northern, New York......... BS5805° Scxccascers 888,095 
North River, New York....... 1,694,442 § 009 2 1,385,144 
Northwest’n IF. & M., Minneap. 483,040 $55,000 903,000 —364.960 
Northwest’n Nat'l, Milwaukee. oS |) 1,680,000 1,360,984 
Old Colony, Boston. ......2..... 762,496 $900,000 288,000 1,374,496 
Oxient; Hattiord <.0002.6a0<0 EBPOGL oc ncn a1,200,000 311.654 
Pacific Fire, New York....... COLI casas ses 404,001 ore 
Pacific States, Portland ...... GUASEE:  ncueeees 53,849 BO 499 
Palmetto Fire, Sumter ....... 93,690 $87,500 e¢ al47,000 34.190 

Peninsular Fire, Grand Rapids Bbgkade ° scuemeenter | oatuerce pats 35,18 
Pennsylvania Fire, Phila..... SUBOHIES -Ssrcosdss 2,400,000 1,080 . 
Peoples National, Philadelphia, SOG 788) S20 162,500 827.6 8 
Phoventx,. PlarthOrd. 20.2. c0rcis:0, 0 7,567,384 =... ee eee 6,330,682 1,236,70° 
Prov. Washington, Providence. 2,775,559 1,130,000 1,645,559 
Queen, New York........... 4,520,104 ded okene's 4,975,000 —454, 806 

pi (Continued on page 25) 


Thursday 





it el 


ac 


at 


Ly 





nt 





July 14, 1921 


THE SPECTATOR 


Editorial 








THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance ef all kinds. The subscription 
price for the United States, Canada and Mexico is 
four Dollars per annum, postage prepaid; to all fer- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PUBLISHERS 
135 WILLIAM StrEET, NEw YorK 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Charles H. Nicoll 
ice-President 
Robert W. Blake 
reasurer 
Sholto D, Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 631 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1921, by The Spectator Company, New York 


Vor. CVIFE. 








JULY 14, 1921. No. 2. 








QUALIFICATIONS OF AGENTS 

HERE seems to be a considerable 

divergence of opinion among fire in- 
surance men as to the possibility and the 
need of agents’ qualification laws in the 
various States. For the most part agents 
themselves are strongly in favor of such 
laws, the main reason being their in- 
ability in the past to influence the compa- 
nies to take decisive action on the matter. 
Arradyed agamst them are those that be- 
lieve no such legislation could be effective 
without being unconstitutional, and, fur- 
thermore, that there is already too much 
reform legislation. These latter are of 
the belief that reform should come from 
the inside to be real, that reform forced 
by legislation is not usually a real reform 
and that methods will be found to cir- 
cumvent it. On the other hand Commis- 
sioner Donaldson, of Pennsylvania, in a 
recent speech asserted that the companies 
would never do anything of their own 
accord; they must always be forced. 
|lowever, it seems doubtful that any law 
with teeth in it can be devised which will 
stand the test of constitutionality. An 
effort is being made to put through laws 
in various States which would require 
an agent to go through a mental and oral 
examination and to be vouched for by re- 
sponsible persons. Undoubtedly such a 
law would do some good and would, in 
a great many instances, prevent the ap- 
pointment of undesirable agents. Never- 
theless it is a law which, at best, must be 
more or fess ambiguous, and the ef- 
fects of which could be rather easily 
avoided. Ifa company is willing to trust 
a man with the collection of its funds, it 
will be likely to vouch for him. As for 


the examination, a man can easily be 
primed for the stiffest examination which 
an official would dare to give, so that, 
short of getting stage-fright, he could 
pass with comparative ease. As for the 
stage-fright contingency, that might hap- 
pen in the case of the best agent in the 
business, who knew fire insurance from 
A to Z. It is a well-known fact that 
there are, in our preparatory schools and 
universities, many capable students who 
are unable to make high scholastic honors 
for that very reason. It is also a well- 
known fact that tutors in these same 
schools are able to prime their charges so 
well that the most ignorant often make 
excellent grades. 

If there is going to be real reform in 
the insurance agency business, it must 
come from the inside. There are two 
methods by which such reform could be 
effectively accomplished from the inside. 
One would be for the agents to demand 
of the companies that they observe cer- 
tain rules, and then, if strong enough, 
enforce those demands. The other would 
be for the companies, either through one 
of their present organizations or through 
new ones, to agree upon certain rules 
and maintain them in a manner strict 
enough to give no opportunity for com- 
plaint. However, it would seem best if 
both classes of organizations could get 
together in the matter, each to aid and 
abet the other. Whether or not the one 
is strong enough without the other, it 
seems fairly certain that if, for instance, 
the Eastern Union and the State associa- 
tions of agents within its jurisdiction 
were to agree upon a set of rules regard- 
ing the appointment of agents in that 
territory and if all were to bind them- 
selves to use the obvious means within 
their power to enforce these rules, they 
would be enforced. Until the time comes 
when some such method can be employed, 
very little improvement need be expected. 





ORE or less has been said during the 
M progress of the Lockwood Investi- 
gation in New York about the life in- 
surance investigation of 1905-6, and it 
has become customary for some to 
regard the results of the Armstrong 
investigation as wholly favorable. Never- 
theless, the Armstrong committee was 
so intent on securing legislation to 
bind the operations of the life in- 
surance companies in New York, that 


- 
5 


since enactment of the Armstrong 
laws, following the investigation, not a 
single life insurance company, operating 
on the legal reserve plan and transacting 
a general business, has been started in 
New York State. One of the results of 
that investigation was to encourage the 
formation of new life companies in other 
States, but owing to the acts of their own 
legislature citizens of New York State 
have not been able to organize new life 
insurance companies. Since the passage 
of the Armstrong laws, 203 old-line life 
insurance companies have been organized 
in other States and are still in active ex- 
istence. In the same period numerous 
other companies were formed in other 
States and ceased business, and forty- 
eight legal reserve companies which were 
doing business January 1, 1906, have also 
now ceased business. The net growth in 
number of such companies in active 
operation during the past fifteen years is 
158, there having been 132 in business 
January I, 1906, as against 290 at the 
present time. Perhaps the existing con- 
ditions in New York State are not ob- 
jectionable to the companies domiciled in 
that State, as the laws have prevented the 
formation of new competitors ; neverthe- 
less, as a. general proposition it should 
not be the policy of the State to hamper 
the organization of new companies, but 
rather to encourage the investment of 
capital therein. 


N increase in the fire loss in United 

States and Canada in June, last, to 
an amount in excess of $29,000,000, as 
compared with less than $26,000,000 in 
June, 1920, and about $20,000,000 in 
June, 1919, has brought up the total loss 
for the first half of this year to $164,926,- 
300. This is slightly more than in the 
same period last year and the loss for the 
entire year 1920 exceeded $330,000,000 ; 
and it is $34,000,000 more than the loss in 
the first half of 1919, in which year the 
total loss was $269,000,000. It is, there- 
fore, pretty well assured, bearing in mind 
existing business conditions, that the 
losses for 1921 will show little if any de- 
cline from the amount lost last year. 
Having in mind the probable reduction 
in premiums for the year due to de- 
creased values and lowered production, 
the outlook is not favorable at this time 
for an underwriting profit. 
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Write for These Booklets 





and they will show you the way to invest 
your surplus funds judiciously in strictly 
dependable income producing business 
securities. 


a , “ Securities which will never shrink in value 
As Others fees = ae 
See Us | |- ' N nor pass a dividend. 


On the day of maturity of your interest 
or principal they will return to you with 
faithful regularity the amount due as they 
have done to others during the past 37 
years. 








Your investment in 





7% First Farm Mortgages 7% 


COLLINS or 


8% Collateral Trust Bonds 8% 


will lead to independence and happiness. They represent the ideal securities of today. 


Our 8% Collateral Trust Bonds are particularly suitable for the moderate investor 
and obtainable in amounts of $50, $100, $200 or $500. 


Part Payment Plan if desired. 


Make your savings work ‘Full Time”’ and invest in these Seasoned Securities. Follow 
the lead of the most conservative investors—the large life insurance companies and savings 
banks who today give preference to these securities by reason of their time tested depend- 


ability. 


Write for our Booklets today. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers’ 
Association of America 


727 Monadnock Block, Chicago 
Home Office: Oklahoma City, Oklahoma 
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PER CENT OF MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-NINE 


COMPANIES, FROM 1901 TO 1920, INCLUSIVE. 


LIFE INSURANCE 


(Copyright, 1921, by The Spectator Company, New York.) 

































































COMPANIES. 1901 | 1902 | 1903 | 1904| 1905 | 1906 | 1907 | 1908 | 1909 | 1910| 1911 | 1912 | 1913 | 1914 | 1915 
Hina Life..............s...| 8.24] 3.48] 3.97| 4.11) 4.45] 4 68| 3.62] 9.97| 3.51| 3.86] 3.92] 4.72| 469] 5.21] 5.44 
Berkshire... .... 2.2.2... ..| 5116 4.63| 3.99| 4.05 4.01| 4.91| 3.20] 3.38] 2.91] 2.68] 2.47| 273] 2.96] 3.49| 3.47 
Comin... 5.60| 5.25| 4.67| 5.14| 4.51| 4.68| 4.03] 4.17| 4.02| 3.98] 4.18) 4.27| 4.41] 5.12) 5.41 
Connecticut Mutual... ......| 1.98] 2.01] 1.90] 2.10] 2.13} 1.91| 2:06] 2.45| 2.60] 3.02| 3.36] 4.38] 4.64) 4.65| 4.84 
Equitable, New York........ 6.15| 6.50| 6.97| 7.98|10.32| 10 42| 5.46) .48| 4.58] 4.53] 4.22| 4.50] 4.40| 4.79] 4.93 
Equitable, Des Moines....... 4.74| 4.73] 5.28| 5.59] 6.14) 5.75| 4.43] 4.55) 4.15] 4.16] 486] 5.28|.5.75| 6.01] 5.41 
Guardian, New York Be any tn) oot oe ool Scs0l Sc8] Bibs] S721 Soil Ses] Bisel Gval 6:84 
John Hancock. 6.78| 6.58| 7.09] 8.35| 8.69] 9.89| 8.74] 8.99] 7.15| 6.61| 6.24| 6.03| 5.83| 6.10 6.05 
Manhattan..............++-.| 6.10] 6.99| 7.61| 8.09] 9.28| 10.67| 8.76| 5.55| 4.77) 4.35] 4.71| 4.90] 5.64) 6.60| 8.78 

EER 14] 5.14] 4.77] 4.74| 5.00) 3.97| 3.76] 3.77| 3.42| 3.44] 3.77] 3.72| 3.96] 3.99 

ae ae. ».-.. 194 15:34) 18215116: eela7 29] 16°10/14 19/18, 91/12.64110. 46] 10.41] 40.03] 10.00] 9:50] 9.08 
Michigan Mutual... .......|17:97|26.75|19.59|13.56|10.54| 10. 35|10.07| 9.34| 6.94] 6.68| 7.38| 7.22| 7.50] 8.66) 9.56 
Mutual Benefit..............| 4,51] 3.58] 4.28] 4.59] 6.02| 3.82| 3.46] 3.04| 2.54| 2.27| 2.70| 2'58| 2.40| 2.62| 2.62 
Mutual, New York.......°...] 8.70} 5.89] 6.06] 6.30] 7.41) 8.38) 5.22] 4.25) 4.30] 4.28] 4.19) 4.51] 4.40) 4.86) 4.84 
National Life ...............| 6.23 6.93] 6.96] 7.38] 7.08] 8.65| 7.06] 5.17| 4.33] 3.87| 3.85] 3.70| 3.54] 3.98] 4.31 
New England... ............] 4/21] 425] 4:26] 4:72] 5:04] 4.89] 423] 4/03] 3:39]. 3.10| 3.12] 2.85] 2.92] 3.03) 3.34 
New York......scc..ccccc..] 6:88] 7.14] 7:73] 7:83] 8.05] 10.45| 6.55] 5.40) 4.77| 4.22 3.95| 4.19] 3.74] 3.99| 4.09 
Northwestern Mutual... "!1:] 3°30] 3.22| 3.28) 3:53] 4.08) 4.17) 3.79] 4:06] 3.78) 3.67| 3.87| 3.73| 3.41| 3.56) 3.64 
Pacific Mutual.......~ ..0.. |18.18]12.75|19.44|17.56)19.16) 10.77) 5.17] 5.28) 4.57) 4.50] 4.05) 3.65) 4.02] 4.04) 4.81 
Penn Mutual................| 6.32] 6.80] 6.77| 6.73) 7.59] 8.01| 7.09| 7.66] 4 37| 4.47] 4.19] 4.17] 4.09] 4.22] 4.52 
Phenix Mutual............. | 7.44 5.37] 5.10| 5.59] 6.85| 6.18| 5.77| 5.41| 4 44) 4.04| 427| 4.54] 5.29] 5.11| 5.26 
Provident L. and T......... 403| 3.96| 4.01| 4.16] 4.21| 4.36 4.12] 4.40) 4 27| 4.12] 4.34] 4.66] 4.99) 5.92| 6.08 
Buda. . ...¢ssc0.0..0.: 18.87|11.11|11.44|11.31| 907| 8.20] 6.67| 5.03| 4.24| 4.81} 3.80| 4.13] 3.79] 4.54] 4.52 
State Mutual.-.-..... 4.57| 4.41] 6.71| 5.88] 5.27) 5.25 £.71| 4.65| 4:04] 3.70] 3.35] 8.45] 3.66| 3.92) 3.90 

| 

80! 5. 48) 4.68] 4.91] 5.03] 5.64) 5.11| 4.82| 4.91] 6.60 5.£0 

cay Se 6:31 He 5a 539 Hee 3 83 4.32| 4.06] 3.40] 2.79| 3.08} 3.39] 3.90] 4.43] 5.10 
Union Mutual...............| 8:50| 7.78] 6 93) 7.15| 7.38| 8.51] /.07| 4.62] 2.93] 2.85| 3.81| 3.98| 4.74] 4.83| 5.91 
United States............ 9.02|10.75'11. 78/12. 23]10.47 van 7:95| 7.78| 6.12| 6.61| 5.70| 5.58} 6.33| 8,16| 10.19 
Averages (29 companies)....| 6.72| 6.91| 7.21| 7.68 8.39| 8.93) 6.57| 6.33] 5 51| 5.05| 5.04| 5.17| 5.00) 5.28| 5.35 

3 | | 
































AVERAGES. 

1916 | 1917] 1918 | 1919 | 1920 | 1901 1906 | 1911 1916 | 1901 

to to to to to 

1905 | 1910| 1915] 1920 | 1920 
5.05] 4.58} 5.01) 4.22] 4.88] 3.88] 3.91] 4.80] 4.¢4] 4.40 
3.00] 2.66] 2.28] 2.04] 2.74] 3.75] 3.21] 3.04] 2.58] 3.11 
4.61] 4.16] 4.19] 4.14] 4 76] 5C0| 4.18] 4.75] 4.40] 4.53 
4.20] 3.90] 3.85] 3.47] 4.20] 2.02] 242] 4.41] 3.92] 3.30 
4.30] 4.18] 3.91] 369] 4.60] 7.76| 5.95| 4.58] 412] 5.43 
5.51] 5.50) 5.29! 3.99] 4.63] 5.40| 4.55| 5.51) 5.00] 4.71 
4.95| 5.40] 4.59] 4.56] 4.82] 5.53| 5.12| 5.24] 4.86] 5.15 
5.92| 5.19] 5.64] 4.89] 5 8] 7.:7| 6.64| 5.93| 5.59] 6.20 
5.14] 5.08] 4.77] 4.93| 5 32] 7:74] 8.12] 6.05| 5.07] 5.81 
7.24] 6.55] 4.88] 5.39] 5.08] 7.71] 6.88| 6.13] 5.65] 6.58 
3.66] 3.42] 3.01] 2.41] 3.08] 5.02] 3.96| 3.77) 3.11| 3.76 
7.03| 5.85] 5.75] 6.29] 6 77]17.18| 13.56| 9.74| 6.36] 9.23 
7.46| 7.41] 7.19] 4.71] 5.70]17.42| 8.72] 8.05] 6.40| 8.94 
2.32] 2.01] 1.8] 1.49] 1.62] 4.42| 2:98| 2.63] 1.84] 2.64 
4.34] 3.99] 3.61] 3.44] 4.39] 6.36] 5.33| 4.58] 3.95] 4.94 
3.70] 3.10] 2.78] 2.31] 2.76] 6.78] 5.71| 3.87| 2.93] 4.50 
2.98] 2.84] 2.86] 2.25| 2.€6] 4.53| 3.89| 3.09] 2.69] 3.30 
3.81| 3.62] 3.78] 3.69] 4.C4| 7.61| 6.29| 3.99] 3.77] 5.14 
3.07| 245] 2.24] 1.75] 2.08] 3.50] 388) 3.64] 2.29] 3.20 
4.57] 3.99] 3.60] 2.91] 3.29]17.10| 5.99| 4.03] 3.60] 5.63 
8.52} 3.58] 2.98] 2.37] 2.93] 6.90] 6.25| 4.24] 3.05] 4.67 
4.30] 3.33} 2.80} 2.91] 3.02] 6.08] 5.12| 4.92] 3.24] 4.61 
5.55| 4.89! 4.14] 3.83] 4.61] 4.08) 4.25| 5.27] 4.55| 4.68 
3.96] 3.24] 3.10} 3.67] 3.40]11.63| 6.63] 4.22] 3.46] 4.77 
3.44] 3.46] 2.99] 2.57] 3.10] 5.21| 4.44| 3.67| 3.09] 3.84 
4.85| 5.60] 4.36] 3.53| 413] 4.73| 5.16| 5.28] 4.38] 4.78 
4.66] 4.44] 3.96] 3.02| 3.23] 5.¢6| 4.02] 4.04] 3.81] 4.13 
5.40| 4.61] 4.27| 3.95] 4.56] 7.42] 6.27] 3.81] 4.57] 5.44 
9.72| 8.95} 8.50| 7.51] 6.€6}10.78| 7.43| 7.15] 8.33] 8.60 
4.58) 4.13] 3.95] 4.04] 4.45 7.64 | 6.35| 5.14} 4.23] 5.41 








COMBINED SURRENDER AND LAPSE 
TERMINATIONS* 

E[REWITH is presented a_ table 

which is a combination of the data 
in two tables showing separately the 
termination by surrender and lapse of 
twenty-nine life insurance companies 
published in THe Spectator of July 7. 
The accompanying table shows combined 
and lapse terminations by 
twenty-nine life insurance companies, 
year by year, for a period of twenty 
years, as well as averages for the five- 
year periods and for the entire twenty 
The combined ratio in 1920 was 
4.45 per cent, almost I.00 per cent lower 
than the average ratio for the twenty 
years, which was 5.41 per cent. The 1920 
ratio is less than one-half of the highest 
rate in the period, which was 8.93 per 
cent in 1906. It is noticeable also that 
each succeeding five-year period shows a 
strikingly lower average than its prede- 
cessor, 

This constant decrease in the percent- 
ages of policies which are surrendered or 
lapsed is the result of unstinted educa- 
tional work throughout the country by 
life insurance companies. It is also a 
very strong argument in favor of the 
present systematic training of life insur- 


surrender 


years. 


voce tisht, 1921, by The Spectator Company, New 
ork, 


ance solicitors along the latest and most 
approved salesmanship methods, because 
it must be noted that the rate has been 
lowered since the agents received such 
salesmanship training. 

In considering the table it must be 
borne in mind that only the ordinary 
business of the companies is given. In- 
dustrial companies including in their 
ordinary account their intermediate busi- 
ness naturally show a higher rate than 
those having only regular ordinary poli- 
cies. It must be also noted in comparing 
lapse rates that terminations by lapse 
arise principally from policies less than 
ten years in force, and rapidly growing 
companies, therefore, are most likely to 
show high rates. 





of 


its 


HE general reductions in prices 

automobiles is naturally having 
effect upon the volume of insurance writ- 
ten and carried upon this class of risks. 
The thefts keep up at a high rate, New 
York newspapers reporting fifteen to 
twenty or more automobiles having been 
stolen every day, so that it is apparent 
that indemnity is as much needed as ever. 


One new feature designed to protect cars 
from theft gives an audible signal when 
an attempt is made to remove a car upon 
which this signal has been set for action. 
Nevertheless, despite all precautions, the 


7 


thefts continue. In fact, it has come to 
such a pass that rates have had to be 
raised on some types of cars. It behooves 
agents and companies to watch their risks 
carefully in order to make certain that 
policyholders may not be tempted be- 
cause of the present low prices of new 
cars to try to cash in on their policies and 
buy new cars with the proceeds. 





THE ART OF SELLING 
A New Work on Salesmanship 

I congratulate the author on having done 
something that wins the commendation of life 
insurance men in the broadest sense, and for 
having chosen so discriminating a publisher as 
The Spectator Company for bringing out this 
book.—Charles Jerome Edwards, manager, 
Equitable Life, Brooklyn. 


Detroit Life Sets New Record 

The record of written business for the Detroit Life 
Insurance Company for June was $1,370,000. This is 
the largest amount of business ever written in any 
single month by the agents of this company, excluding 
It compares with a total of $1,360,- 
000 written by the agents of the Detroit Life Insur- 
ance Company in June, 1920. 


group insurance. 


Life Agents’ Brief 
Both my assistant and myself have purchased copies 
of this valuable little book and we find it very helpful 
when soliciting for new business.—John Moore, Supft., 
Baltimore Life Insurance Company. 





—Man with many years of experience with suc- 
cessful general agency, who wants to become identified 
with a life company as secretary or superintendent of 
agents, advertises in another column for such a 
connection, 
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WM. B. CLARK, President 


One Hundred and Two Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


$195,000,000 
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North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
© JOHN PETERSON, Secretary 


W. G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 

















Guaranty Company 
Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 

JOHN R. BLAND, President 

September 80, 1920. 





CAPITAL PAID IN CASH.................. $4,500,000.00 
Es os cccccccscveneses $4,332,069.78 
a eer err 21,705,056.69 26,037,126.47 





TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537,126.47 





National Liberty 


Jusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 


nn, penorended 1921. 


yen seater. . .$1,000,000 .00 

. 12,071,029 44 
Liabilities including Capital... .. 8,565,072 .02 
Net Surplus.. ..- 8,505,957 .42 
Surplus to Policy Holders. . . 4,505,957 .42 


HEAD OFFICE: — 
709-717 Sixth Avenue, Cor. 4Iist Street, New York. 














INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1921 


Reserve for Unearned Premiums.................. $1,229,149.74 


gaan eal SE eee sooo eee 279,621.66 
Capital. . Sits Aisa oe rere .. $500,000.00 
Net Surplus. . . 920,674.65 


Surplus to idicgeiatiers.. $1,420,674 .65 


Total Assets............ $2,929,446.05 


E. B. Addison, Vice President. 
Wm. Palmer Hill, Asst. Secretary 
Leake, General Agent. 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer J. M. 








“ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash GCaeltel, . . « » 
Net Surplus, ... . 
Surplus to Policyholders, 


EASTERN DEPARTMENT 
D. H. DUNHAM, President 


$1 ,250,000.00 

$2,086,'742.08 

$3,336,742.08 
WESTERN DEPARTMENT 


NEAL BASSETT, V. P. and Mgr 
W. T, BASSETT, Ass’t Manager 




















CHICAGO ILL. 








FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 


Northern Underwriting Agency, luc. 


15 William Street 


New York New York 














THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLAR V 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS BLEVATOR 
COMPENSATION GENERAL LIABILITY 

Established eS — 1869 
‘LONDON GUARANTEE & ACCIDENT CO, Ltd, Stwarkno" 


Head Office: CHICAGO, ILL. P. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD Dt HAUGHTON & SMITH, 
anagers 


Reside 484 Walnut Street, Philadelphia, Fa. 
ELMER A. LORD r cos Resident Managers 


145 Milk Street, Boston, Mass. 
ESTERN ASSURANCE COMPANY 
OF TORONTO 


Incorporated 185! 





FiRE, AUTOMOBILE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1921 
ASSETS. ne $5,279,511 
SURPLUS IN UNITED STATES. . ne $1,734,848 
TOTAL LOSSES PAID IN UNI TED ST ATES F ROM 

1874 TO 1920 INCLUSIVE. sae veces $47,653,971 
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i FIRE INSURANCE NOTES AND EVENTS 








NEW YORK SURVEYS 

Why So Early?—There have already been 
two or three fires at summer resorts with fairly 
extensive damage. Is this not the wrong end 
of the season to burn up the summer hotels? Is 
it possible that the season bids fair to be very 
bad ? 

When the Movies Fail.—Will the fact 
that the public are apparently satiated. for the 
time beg with the motion picture entertain- 
ment develop any moral hazard in connection 
with such properties? It generally has in con- 
nection with these crazes for different forms 
of amusement developed, when the interest 
slackened, a moral hazard. We have in mind 
especially the roller skating, the bicycle, and 
others which might be mentioned. Probably 
the larger picture houses will not develop any 
such moral hazard, but the business would ap- 
pear to have reached the 
smaller ones at least are not specially desirable 


point where the 


insurance. 

Insurance Defined.—This is the way one 
student in a recent examination paper defined 
insurance: “Insurance is generally known as 
that social device which places a small amount 
of responsibility upon a great many people in 
order to reduce the burden that may fall on 
an unfortunate few who suffer loss.” 


How is Business?—‘ ou can get differ- 
ences of opinion in regard to the run of busi- 
ness according to the office you inquire of. 
One very large agency office is going to report 
for the first six months receipts about as large 
as one year ago. It is admitted, however, by 
this office that it has taken herculean efforts to 
accomplish the deed. Another office reports, 
without any hesitancy, and this is a large one 
also, that the business will show a drop of 
It is perhaps a fair guess in 
advance of the returns which we shall soon have 
through the New York Fire Patrol report that 
there will not be the big slump which was an- 
ticipated four months ago. 

The Result.—The action taken at the 
meeting of the New York Fire Insurance Ex- 
change on last Friday, and the importance at- 
tached thereto by the members, can be gleaned 


thirty per cent. 










from the fact that the meeting lasted for two 
hours. There have been very few meetings 
in the history of the Exchange that have lasted 
as long, or even approached that. 
of this length of time devoted to the question 
before the body was that the matter was quite 


One value 


fully talked out and all had a chance to express 
their opinion and learn what the other fellow’s 
opinion was. There is some difference of opin- 
ion in regard to the result that may be antici- 
pated from releasing the preferential pledge to 
the brokers, but the consensus of opinion was 
that it will not have a serious effect. It will 
undoubtedly cause the broker some little trouble 
because of the necessity of securing bids for a 
particular customer from every known source, 
although the broker may be convinced that the 
amount which that source can take care of will 
be very small. Probably only some actual ex- 
perience, and that extending over some mouths 
of time, will show the actual net effect. Cer- 
tainly neither the large brokers nor the com- 
panies themselves are anticipating serious re- 
sults. 


BOSTON AND VICINITY 
Oil Storage Tanks Barred.—The Jenney 
Manufacturing Company has been refused per- 
mission to erect two 500,000-gallon oil storage 
tanks adjacent to their plant in South 
the action of the street commissioners having 


soston, 


been upheld by the decision of State Fire Mar- 
shal George C. Neal. The chief opposition 
came from property-owners in the thickly set- 
tled tenement district. 

High Pressure System.—Tests made 
under the direction of Fire Commissioner John 
R. Murphy will soon result in a new step. in 
connection with the installation of the high 
It has been shown 
that it is feasible to greatly increase the ac- 


pressure pumping system. 


T 


tivities of the fireboats by laying 3%-inch hose 
to a distance of one-fifth of a mile from the 
waterfront. To meet this situation, pipe lines 
with special connections will be laid, into which 
the fireboats can pump from the harbor. 


North America Special.—Jos. F. Gough, 


a well-known young man in local insurance 
circles, where he began in 1909, and up to the 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


present on the field staff of the American Eagle 
in Western Massachusetts and Connecticut, has 
been selected as special agent in Eastern Mas- 
sachusetts, Rhode Island and New Hampshire 
for the Insurance Company of North America, 
the Alliance and the Philadelphia Underwriters. 
He will succeed William H. Winkley, now 
manager of the Boston Board, and will begin 
his new duties August 1 at 44 Kilby street, 
this city. 


CHICAGO AND THE WEST 

C. H. Roth Tenders Resignation.—C. H. 
Roth, assistant engineer in the protection de- 
partment of the Underwriters Laboratories, has 
resigned to go into another line of business. 

Chicago -Board Nominees.—The follow- 
ing have been nominated for membership on 
the executive committee of the Chicago Board 
of Underwriters: Walter E. Miller, L. P. 
Warren and James I. Loeb. These men will b. 
voted on at the regular quarterly meeting to 
be held to-day. 


Northern Quits Oil Association.—_The 


‘Northern of London has resigned its member- 


ship in the Oil Insurance Association. J. C. 
Corbett, Western manager of the company, 
states that he cannot consent to the demand of 
the association that it should have underwriting 
privileges which are denied to the local agents 
of the company, and that he is unwilling to con- 
cede to the association reinsurance of business 
written by his agents in good faith prior to 
April 21, the date when the new rule requiring 
all oil business of members to go to the asso- 
ciation became effective. Mr. Corbett states, 
further, that such business of this description 
has already been reinsured to the limit with the 
Northern treaty companies. 


PACIFIC COAST 

Heavy California Fire Loss.—The coun- 
ties surrounding San Francisco Bay and the 
Sacramento and San Joaquin Valleys in Cali- 
fornia suffered an epidemic of fires on July 3 
and 4 that caused a property loss estimated in 
excess of $2,500,000. Among the principal 
losses were: Maryville, Cal., in which twelve 
city blocks were burned with a loss of $7c0,- 
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OPPORTUNITY 





“A young man should not grieve that he has 


attained neither wisdom nor riches. He has LIABILITY 
FIRE opportunity which is equal to both.” 
MARINE Young insurance companies, like young men, BONDS 

have opportunity, and the men back of Mich- 

ivan’ i AUTOMOBILE 
AUTOMOBILE igan’s Two Peninsulars realize this fully. 

The opportunity of Michigan’s Two Penin- HEALTH 
TORNADO sulars is the privilege of working in a field 

that is world wide and they have faith that ACCIDENT 
HAIL if they are ethical, if they do unto others as 

they would like to be done by, if they give 
FARM proper service, if they observe good business CORREA eee 
PROPERTY principles and work persistently and faithfully, LIVE STOCK 


they will acquire both large premium income 
and large total assets. 


MICHIGAN'S TWO PENINSULARS write {4 MOWED swowoeu wayeee run 


Peninsular Fire Insurance Company 
Peninsular Casualty Insurance Company 


Colon C. Lillie, President 
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000; Solano county, 20,000 acres burned, with 
. damage estimated at $1,000,000; Butte county, 
stock and timberlands burned with an estimated 
damage of $125,0c0; Yolo county, hay, grain 
and ranch buildings damaged to the extent of 
$2=0,000. 

Conference Committee Urged.—The San 
lrancisco Brokers Exchange has submitted a 
plan to the California Association of Insurance 
\gents and the Board of Fire Underwriters of 
the Pacific, whereby it is proposed to eliminate 
to a great degree the need of legislative action 
for the general betterment of the insurance 
Lusiness in the State, by the establishment of a 
conference committee to consider and straighten 
out all differences and grievances that may 
arise. This committee, according to the plan 
p.oposed, shall consist of represeatatives of all 
the various branches of the insurance business 
operating in California, and shall have power to 
enforce its recommendations. Chairman B. F. 
risac of the San Francisco Brokers Ex- 
change states that the plan is meeting with 
great favor and that there is every indication 
that it will be adopted. 

FIRE INSURANCE EXCHANGE LEGAL 
Elihu Root’s Opinion Upholds New York 
Body’s Methods 
lihu Root, the noted New York lawyer, in 
an opinion addressed to Henry Evans, chair- 
man of the committee of seven, representing 
fire insurance companies operating in New 
York city and which conferred with Samuel 
Untermyer as to certain changes in methods 
later agreed upon, has upheld the legality of 
the New York Fire Insurance Exchange and 
its methods. He holds that the legislative 
policy of the State is to secure for the people 
of the State the security, certainty and equality 
of known and established rates. The law aims 
to accomplish this by means of voluntary 
associations for the purpose of suggesting, 
approving or making rates, these associations 
being subject to inspection and supervision by 
the Superintendent of Insurance. He states 
that anyone who talks about the association 
heing a monopoly is merely giving a bad name 

to the things the law intends to accomplish. 

A $200,000 fire is reported at Meridian, Miss., 
last Tuesday. Plants of the Acme Building & Supply 
Company, the Texas Oil Company, the store of W. L. 
Parker and seven dwellings were destroyed. 


HEADS NATIONAL LIBERTY 


M. J. Averbeck Named Chairman of Board 
of Directors 

At a meeting of the board of directors of 
the National Liberty Insurance Company of 
America, held last week, the resignation of 
George B. Edwards as president was regret- 
fully accepted by the board. Gustav Kehr’s 
resignation as vice-president had been tendered 
at the June meeting of the board. 

M. J. Averbeck, who has long been associated 
with the National Liberty as one of its largest 





M. J. AVERBECK 


stockholders and most active directors, was 
presented with a written request, signed by 
his fellow directors, that he assume the office 
of chairman of the board of directors. 

Mr. Averbeck is a native of Ohio and a 
trustee of the Ohio Society of New York. He 
is also warden and treasurer of All Angels 
Episcopal Church, president of Berger & 
Werth and president of Ten and Twelve 
Maiden Lane Realty Company. 

Herbert R. Clough was elected to fill the 
vacancy caused by the resignation of George 
B. Edwards as president and was also elected a 
director. 

Messrs. Edwards and Kehr have retired 
after long periods of service with the National 
Liberty, Mr. Edwards having been associated 
with the company for forty-seven years, while 
Mr. Kehr has given it fifty-one years of faith- 
ful service. Mr. Kehr’s father went with the 
company when it started in 1859, and his son, 








G. H. Kehr, is now one of its secretaries. 
George B. Edwards gained his first business 
experience with an importing house, and. went 
with the National Liberty in a clerical position 
in 1874. He later became an Eastern special 
agent, and-in 1892 was made second vice-presi- 
dent, becoming vice-president in 1897, and presi- 
dent, succeeding Hugo Schumann, in 1913. 

Gustav Kehr joined the staff of the company 
in 1870, becoming successively assistant secre- 
tary in 1891, secretary in 1902, vice-president 
and secretary in 1912, and vice-president in 
1917. 

G. H. Kehr became connected with the com- 
pany in 1903, and from 1905 to IQI5 was a spe- 
cial agent. He was then called to the home 
office as assistant secretary, in. charge of the 
Eastern department, and three years later was 
appointed secretary. The company’s Eastern 
premiums grew from $948,000 in 1915 to $2,148,- 
000 in [920. 

The progress of the National Liberty during 
recent years is indicated by the following items 
from its statements: Assets, January I, 1912, 
$6,852,646; January 1, 1921, $12,071,029; in- 
crease $5,218,383; net surplus, January 1, 1912, 
$2,289,632; January I, 1921, $3,505,956; increase, 
$1,216,324; premium reserve, January I, I9gI2, 
$3,278,727; January I, 1921, $6,625,685; in- 
crease, $3,346,958; net premiums, 1912, $2,911,- 
244; 1920, $6,861,224; increase, $3,949,980. 





New York Supervising and Adjusting 
Agents 

The New York State Association of Super- 
vising and Adjusting Fire Insurance Agents 
held its forty-ninth annual meeting Tuesday at 
Saranac Lake. James J. Hoey, vice-president 
of the Continental of New York, was to have 
addressed the meeting, but -because of the 
death of his brother was unable to be present. 
His address was therefore read by Secretary 
J. A. Swinnerton of the Continental. 


Harry von der Leith Succeeds H. W. Ellis 
Percival Beresford, United States manager 
of the Phoenix Assurance Company, announced 
early this week the appointment of Harry von 
der Leith as general agent of the Eastern de- 
partment of the Phoenix, Imperial Assurance 
and the Columbia, effective September 1. 
Mr. von der Leith succeeds H. W. Ellis, who 
becomes assistant manager of the Phoenix. 
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City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 








President. 
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To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


H. M. HARGROVE, President : . : BEAUMONT, TEXAS 














A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL, 


The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 





CO Fi ks teins deat $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 














J. D. Powers, President Darwin W. Johnson, Sec’y and Treas. 
I. Smith Homans, Asst. Sec’y and Actuary Louis G. Russell, Mgr. Industrial Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bldg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 








H.R. HOWELL, President W. S. HAZARD, Jr., Vice Pres. 
R.S. HOWELL, Vice Pres. andSecy H.K. MILLER, Ass. Secy 


HAWKEYE SECURITIES FIRE 
INSURANCE COMPANY 
Capital $1,000,000 


MASONIC TEMPLE 


DES MOINES IOWA 




















GENERAL INSURANCE OFFICES 


WILL IN 1921 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
— offices that have life departments are pleased with 
results, 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a general 
insurance office. In 1921 this Company will make a specialt 
of broadening its service to this extent. We solicit Peat name f 
ence with insurance agencies now writing fire, or fire and cas- 
ualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE 


KENTUCKY 


GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


We have attractive Agency openings in the State 
of Tennessee. If you are in earnest, address: 


D. P. WADE, STATE MANAGER 
JOHNSON CITY, TENN. 














Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L-=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 
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Fire Insurance 








Underwriters Laboratories to Register 
Aircraft 

The Underwriters Laboratories of Chicago, 
working in conjunction with the National Air- 
craft Underwriters Association, has opened a 
register for insured aircraft, and all planes 
insured in the future will be required to sub- 
mit to this identification service. Planes are di- 
vided into three classes—State, commercial and 
private. They will have to carry certain alpha- 
betical registration signs painted in prominent 
places about the plane, and in the case of planes 
flying outside the limits of the United States 
this sign will be preceded with a large cap‘tal 
N, which identify it as an American ship. 

The system is similar to that of the Canadian 
Air Board, Lloyds Aviation Register and the 
International Aircraft Convention. 


Capital Fire Reinsures and Continues 

The Capital Fire of Sacramento, California, 
has reinsured its entire business in the Royal 
Insurance Company of England. The announce- 
ment of the deal has been expected in under- 
writing circles for some time, as it has been 
generally known that Manager C. J. Scoval 
has been “drawing in his lines.” Recently the 
company’s business east of the Rocky Moun- 
tains was reinsured in the Globe and Rutgers 
of New York. Under the terms of the trans- 
the Capital Fire will preserve its 
identity, but will be managed by the Royal. 


action, 


Receivers Collecting in Mississippi 

Receivers appointed in connection with the 
Mississippi anti-compact suit report collection 
of $536,000. Ten of the larger agencies still 
oe amounts totaling $300,000, nearly all of 
which is secured by collateral, pending collec- 
tion of accounts due. 

As an evidence of how the fire companies 
will be “milked,” independent of final decision 
in the case, the court has allowed the three re- 
ceivers a fee of $5000 each. 





Balsa Lumber Fire 
A recent fire in New York, due to the explosion of 
an acetelyne torch, caused a considerable loss on 
balsa lumber, and brings up several interesting fea- 
tures. As to some of these, quotations will be found 
below from “Fire Insurance Inspection and Under- 
writing,” by C. C. Dominge and W. O. Lincoln, 

published by The Spectator Company. 


_ BALSA (or balsam)—A South American tree hav- 
ing wood resembling cork. 

Fireproofing Balsam Wood—The wood is_ thor- 
oughly dried in kilns at about 175 degrees F., then 
placed in steam-heated cylinder where a vacuum is 
created. Sulphate of ammonia or _ phosphate of 
ammonia is then forced into the cylinder at about 
100 pounds pressure. Under this pressure the chem- 
‘cals are forced into the wood. It is again dried at 
about 125 degrees F, 

LIFE RAFTS, Manufacturing—The wood used is 
very light in weight, balsam, of a loose fibrous na- 
ture. The logs are sawed, dried in steam-heated kiln 
at about 175 degrees F., then placed in an asbestos- 
clad, steam-heated cylinder and impregnated with 
Pdrattine at about 240 degrees F. It is then worked, 
. €., made into lengths for the rafts. The rafts are 
oval in shape and are roughly put together, and then 
the edges planed smooth. No nails are used, only 
wood dowels. When the raft is completed it is placed 
im an open top steam-heated iron tank and boiler in 
e at 240 degrees F., then dried, shellacked by 
rush and a canvas cover sewed on. In the centet 
ot the raft is a platform of wood with woven 
Tope for flooring. 

, AS the wood is very light, considerable fine saw- 
cust and shavings are made and the air will be full 
of dust unless blowers are attached to all wood- 
working machines, including band saws, rip saws, 
Swing saws and planers. Each department, i, e., 








’ JTLFERAGE HEARING 


House to Probe Losses to Export 
Cargo 


SEEN AS HINDRANCE TO FOREIGN 
TRADE 





Underwriters and Shipping to Be Called 
Upon to Testify 

The committee on the merchant marine and 
fisheries of the House of Representatives 
adopted a resolution instructing its subcom- 
mittee on marine insurance to investigate the 
causes of the appalling loss to American ex- 
port cargo through theft, pilferage, breakage 
or other damage, and nondelivery, and to re- 
port some solution of the problem to the full 
committee. Public hearings with respect to 
the matter have been set for July 18, 19 and 
20. The hearings are scheduled for 10 A. M. 
on each of these dates in the room of the 
Merchant Marine Committee, House office 
building. Opportunity will be given to each 
of the three interests involved—underwriters, 
shippers and ship operators—to present their 
facts and recommendations. It has been 
planned to first have the underwriting interests 
present their statement, and then have the ship- 
ping and shipowning interests follow in the 
order named. 

Losses through theft, breakage and non-de- 
livery have reached such enormous proportions 
in late years as to prove a severe handicap to 
Our export trade. Such 
seem to be increasing rapidly. 
tion of rates charged by leading American in- 
surance companies shows that, with respect to 
many of our foreign markets, insurance rates 
for this type of hazard are several times in ¢<- 
cess of those charged for all of the ordinary 
Complaints are par- 


losses, moreover, 
An examina- 


marine risks combined. 
ticularly numerous with respect to the increase 
in such losses in our Latin-American export 
trade. 

The facts all indicate the existence of an 
intolerable economic waste which calls for 
correction at the earliest possible date. For- 
eign competition, moreover, eters into the 
problem most vitally. The huge increases in 
rates to cover the theft, breakage and non- 
delivery hazard will represent a very decided 
differential against American exports if any 
of our competitors should precede us in re- 
ducing such losses for their merchants. Our 
leading competitors, particularly Great Britain, 
undertaken to eliminate the 
It is essential that we 


have already 
causes of the trouble. 
keep pace with our competitors in the solution 
of this vital problem. The nation that effects 
a substantial improvement will be at a decided 
advantage in foreign markets as compared 
with countries which neglect the matter and 
continue to operate under the present condi- 
tions of waste. 


sawmill, assembling, dipping in tanks, impregnating 
cylinders, shellacking and boiler should be in separate 
fireproof rooms. Paraffine should be stored away 
from main buildings, alcohol and shellac in a sep- 
arate building. 
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NEW YORK EXCHANGE AMENDS 
RULES 

Adopts Recommendations of Committee in 

Conference with Samuel Untermyer 
The New York Fire Insurance Exchange at 
a special meeting last week amended its rules 
to permit the exchange of re-insurance with 
non-members, to allow mutual companies issu- 
ing assessable policies to become members and 
to abrogate the penalty for 
Pledge 2 by brokers. 


violation of 
The Exchange by these 
amendments to the rules carried out the recom- 
mendations of the committee which had been 
in conference several times with Samuel Un- 
termyer, council for the Lockwood committee. 


Georgia Legislature Has Insurance Bills 

Several new measures of interest to the in- 
surance fraternity made their appearance in 
the Georgia Legislature during the present 
week. Senator Thorpe of the Second District 
introduced a bill making it unlawful for any 
person to make a written statement for the 
purpose of securing payment of claims for 
accident insurance. 

A bill intrdouced in the Housee by Messrs. 
Fourteenth District would amend the present 
law regulating the revocation of agent’s license, 
giving the Insurance Commissioner absolute 
right to revoke for violation of any of the 
provisions of Section 20 of the act. 

A bill introduced in the House by Messrs. 
Dobbs of Cobb and Hunter of Catham, jointly, 
is headed, “An act to empower the Secretary 
of State to grant fire insurance companies 
power to cover their policy losses ascribable to 
lightning and other causes.” 


Canadian Fire Underwriters Elect 

The annual meeting of the Canadian Fire 
Underwriters Association was held in Niagara 
Election of officers re- 
sulted as follows: President, John Jenkins, 
Employers Liability Montreal; 
Ontario vice-president, Alfred Wright, Lon- 
don and Lancashire Insurance Company, 
Toronto; Quebec vice-president, W. E. Bald- 
win, Continental Insurance Company, Mon- 
treal. New members of the executive were 
elected as follows: P. A. McCallum, Hart- 
ford Assurance Company, Toronto; John B. 
Laidlaw, Norwich Union, Toronto; Arthur 
Barry, Royal Exchange, Montreal; Theodore 
Meunier, Colonial, Montreal; 
tary, John A. Robertson. 


Falls, Ont., recently. 


Assurance, 


sritish secre- 


Riga Insurance Comapny of Latvia 

A new company to transact all classes of insurance 
except life has been formed at Riga, Latvia. It is 
styled the Riga Insurance Company and succeeds the 
century-old Second Riga Mutual Fire Insurance Com- 
pany. It is capitalized at 5,000,000 German marks and 
has a reserve fund of about 500,000 German marks. 
It is reported that the Munich Reinsurance Company 
is interested in the Riga Insurance Company. 


—The town of Iowa Park, Wichita County, Texas, 
will improve its waterworks system with a bond issuc 
for $25,000, which has been approved by the Attorney 
General’s Department. The bonds mature serially and 
bear 6 per cent interest. 
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Improved: Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on _per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 


MORE THAN FIGHT 


Something more than fight 
is rewarding the 1921 efforts of 
the field force of The Lincoln 
National Life Insurance Com= 


pany. 


Courage has helped a lot but definite purpose 
and the co-operation of The Lincoln Life Home 
Office boosters has carried the campaign to 
victory. 


You are sure that this Home Office co-oper= 
ation will continue when you 


(nk uP (wis Tue (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character’ 














Lincoln Life Building Fort Wayne, Indiana 


- Now More Than $175,000,000 in Force. 




















GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 
Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O. S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice-President, Dallas, Texas 











Don’t Delay Decide Today 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 
Manager of Agencies 
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PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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FRIENDS 


Don’t Depend on a Friend to Pass St. 
Peter or to Pay the Rent 


ONE CASE 


A Soliciting Expert Tells How the First 
Big App. Side-Tracked an Easy Mark 


The soliciting expert swung around his chair 
and addressed a young man who was beginning 
his labors with the fountain pen and the rate- 
book. Five minutes before the S. E. had 
been told over the ’phone by the medical ex- 
aminer that his latest big case had passed the 
doctor’s gauntlet. 

“Going to take a day off and go fishing!” 
exclaimed the S. E. “What! A day in the 
open will put more ginger into me, and my 
chauffeur told me the trout are biting up the 
East Branch. You asked about this last: por- 
poise who has just passed the medical men. 
And he’s like nearly all the bunch I’ve man- 
aged to bring to creel.. And there’s a mighty 
close analogy between writing life insurance 
and fishing. 

“You try here and there and never have a 
rise; you don’t even see anything moving in 
the creek of life insurance. Then, and gen- 
erally when you least expect it most, you hook 
a good one, just when you think you'll never 
hook anything again. 

“You asked me about my last case—the 
one that has just passed. From your question 
I take it you think the chap is a personal 
friend of mine. And to that idea of yours 
I'm going to hitch a bit of advice. This last 
porpoise was found in a back eddy, as it were. 
Never heard of the fellow, never was intro- 
duced to him, never knew he was a big im- 
porter of laces. I was fishing right along the 
life insurance creek—what we call route work 
—and just as hard and as tiresome a kind of 
work as a chap can find anywhere. Slid into 
the chap’s office, got the usual cold handout 
that the boss was busy and couldn’t see a 
stranger. Sent in my card, and was granted 
five minutes by a chap who was fairly bubbling 
and stewing because he was trying to do the 
work of two men at the same time. Had to 
handle that chap with delicacy, and then some 
More. But in that five minutes got an ap- 
Pointment when the chap thought he’d have 
time to listen to me. And I got him, as you 
know. And what I want to push to you is, I 
got him by plain, hard route work. No intro- 
duction, no anything of that kind. Just plain 
Wearing out shoe leather was responsible for 
the last porpoise. 


THE Fancy SIDE 

“A good many years ago,” continued the 
S. E., “a friend who had busted in the whole- 
sale grain trade comes to me and I make him 
one of the company’s agents. He’s a mighty 
good talker, got slews of sand and as much 
perseverance as a would-be presidential can- 
didate. And he is a good salesman. He began 
all right. Hit the pave and gave a steady 
eight hours to plain soliciting. But back in 
his coco was the idea that life insurance was 
different from any other kind of canvassing. 
A fancy trade, in which introduction and 
friendship are the high cards. He had a close 
personal friend, who about that time comes 
out of the wild west and is made one of the 
high officials of a big steel concern. And luck, 
in what I call the legitimate of canvassing, 
hung fire with my grain friend. So he begins 
to let that false notion of the fancy end of 
soliciting obscure his common-sense and slow 
down the swing of his tootsies. He haunts 
his friend, the high steel official, and in the 
end he lands him for the whole of two hun- 
dred thousand dollars. He simply goes off his 
nut. 

How easy it is to write bloated apps! Why 
should an agent wander up and down the 
streets of a city when all he has to do is to 
lunch, and smoke fifty cent cigars, with big- 
salaried friends? That’s the stunt! Let those 
who can’t make and insure friends fidget be- 
fore the rail guarding the inner office, while 
the office boy fingers the visitor’s card and 
says, “Mr. Behind-the-Door wishes to know 
the nature of your business.” Oh, yes, life 
insurance soliciting is simple and as easy as 
getting a bill for the rent. Let them that have 
no friends and cannot make friends wear out 
their shoes! As for me! Why this whale of 
a commish will last me until I grab another 
whale of a commish from another friend. It’s 
a dead sure game! I'll spend my time making 
friends!” 


THE Enp oF THAT MAN 

The S. E. sniffed derisively. “The most un- 
lucky thing that could happen to any man was 
that first big commish that the agent with the 
fool idea landed so easy. A close personal 
chum who slides out of the West and gets a 
job as a big official at a bloated salary is as 
rare as having a second cousin die and leave 
you ten thousand. The thing might happen, 
but if it did it would never happen again. So 
the agent with the crooked idea and his wife 
and kid ate up and blew in the big commish, 
and that’s the end of him—as a solicitor. I 
got him a clerical job at the home office. He 
wouldn’t do route work, and for a hundred 
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or so a month from nine to five he files cor- 
respondence, and it’s my opinion he'll keep on 
doing that until the undertaker makes the call 
which we must all expect sometime. 


At MIDNIGHT 

“FTe that hath ears to hear let him hear,’ 
and as our friend in Dickens says, ‘Make a 
note on it.’ No solicitor ever yet made a suc- 
cess by insuring his friends. I once knew a 
solicitor who was awakened at midnight one 
time, and in a dressing gown, wrote a close 
personal friend for fifty thousand. The friend 
had been hastily notified that he must leave on 
a business trip for South America, and he 
suddenly decided he wanted a chunk of in- 
surance. 

“Tf you sat up till mid-night for the whole 
of your soliciting lifetime, do you suppose that 
sort of thing ever happen to you? 


CoLp PLuGGING 

“No, cut out friends. You will always have 
your chance if a personal friend decides to 
take life insurance. You hardly need open up 
on insurance to personal friends. Cold 
plugging on route work, exactly as if you 
were a knife grinder making his rounds in 
new territory at his trade is the only way 
you will ever succeed. There’s nothing fancy 
about life insurance soliciting. It’s a_ re- 
munerative trade if you play the game square. 
It’s unpaid rent and starvation if you depend 
upon your friends for appointments with the 
doctor.” 

The advice the S. E. gives is not novel, but 
it needs to be kept in mind by every solicitor, 
even some who have had much experience in 
life insurance. It is not diifficult to get ditched 
from regular route work and to get the hunch 
that there is an easier way than keeping your 
nose steadily on the grindstone of so many 
calls at unknown offices every working day 
of the year. An easier way! It is to be re- 
membered that any trail that leads to any 
permanent success can never be the easy trail. 

Said a local sportsman in a Pennsylvania 
railroad village to an inquiring fishing visitor: 
“Ye wants ter catch a mess o’ trout? Roaring 
brook, right ’long th’ railroad track, has some 
trout in it. But ef you’ve got the go in ye, 
take th’ road to th’ north! Keep on goin’ and 
goin’, till ye git to th’ second valley. Then 
tramp ’bout two mile up th’ crick, and begin 
yer fishin’. It’s th’ feller what ain’t feared of 
hard pluggin’ and plenty of her gits a good 
mess of trout in this here kentry!” 

Just so in soliciting. If it were easy and 
you could dig up an app. from a friend every 
time the change purse got lean, all solicitors 








would be sitting at their desks, dressed in 
purple and fine linen striped with silk and 
smoking perfectos of indolent leisure. But 
it isn’t that. It’s a fine profession, but it’s the 
profession for a red-blooded and masculine 
man. And you might as well hope to be 
dragged through the gate guarded by St. 
Peter on the skirts of a nightie of a chum as 
to hope to live in the house of soliciting by 
feeding off the insurance table of your friend. 


Bank President Talks on Relation of Bank 
to Life Solicitor 


“Life insurance as an augmentation of the 
merit of collateral cannot be underestimated,” 
said Robert Y. Spier, vice-president of the 
Capital National Bank of Detroit at a banquet 
given by Clare.Lamoreaux, superintendent of 
agents for the Detroit Life Insurance Com- 
pany, in honor of M. E. O’Brien, president of 
the company, who visited the Lansing branch 
office, accompanied by other home officials of 
the company. 

Mr. Spier responded to the toast “The Re- 
lation of the Bank to the Life Insurance So- 
licitor.’ He paid a very high tribute to the 
life insurance profession and was particularly 
complimentary in his remarks concerning the 
progress and development of the Detroit Life 
under the direction of Mr. O’Brien. His 
complimentary endorsement of the dominating 
spirit of the Detroit Life was all the more 
noteworthy by reason of the fact that Mr. 
Spier is the president of the Roman Standard, 
another Michigan company. 

A very practical way for a life insurance 
solicitor to get properly established ‘upon a 
good basis for successful operation with a 
banking institution is to maintain a substantial 
working account with the bank. While all 
banks like all the business they can get, great 
and small, an average checking balance of $200 
is looked upon as of importance enough to 





WANTED 


to get in touch with Life 
Insurance cAgents and 
General Agents for State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 














Insurance Sales Letters 


Open the way to real business—create a leen 
realization of the value of adequate insurance and 
Brgpare the way for a personal call to close the appli- 
cafion. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, ‘‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 114. 


WILLIAM S. HULL Madison, Conn. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Address 


Exclusive, care of The Spectator 








warrant special consideration from the officials 
of the institution. Therefore the agent who 
maintains such a balance always may reason- 
ably look for especial consideration when he 
desires to have his notes handled. The agent 
turn over notes excepting when he is reason- 
ably certain that the bank can collect on them 
readily establishes himself on a firm founda- 
tion with the bank. 

The bankers all take the stand that a man 
who is a good life insurance risk likewise is a 
good loan risk. We just naturally are likely 
to be more favorably inclined to look with 
favor upon the application for a loan when 
we know that the applicant carries all the life 
insurance he ought to carry. If he is not 
carrying a sufficient amount of life insurance 
he is not a good business risk and we ought 
not to make the loan under ordinary~circum- 
staces. We believe in life insurance. 





The Monolog of a Life Insurance Policy 

I banish fear!—And fear wrecks lives and 
mars careers and brings upon the heart an 
ugly disposition. Fear blocks the pathways 
to fame and wealth and influence. Fear was 
created by Satan to damage the Sons of God. 

I banish fear—the fear of old age. For 
I supply old age with comfort and bring to 
its very doorway the means to supply every 
need. I feed and clothe and shelter old age. 
I give to it the pleasure of reflection and 
memory and pride in its young. I hallow old 
age. I keep it honorable and mighty in in- 
fluence. I stand at its boundaries with majesty 
and demand from youth respect. 

I banish fear—the fear of being a burden 
to kith or kin. I foresee life’s countless acci- 
that they 
come, funds come also that gracious care may 
be administered. 

I banish fear of poverty. The 
terror of the almshouse passes from the mind, 


dents and provide so well when 


fear—the 


the spectacle of begging hands vanishes into 
air, the terror of solitude and misery is un- 
known, for out of my golden palm every want 
is supplied cheerfully and eagerly. 

I banish fear—because I substitute faith and 
hope and love. I banish fear because I am the 
arch-enemy of all things that bring human 
distress. I banish fear because I come with 
I banish fear 
because I’m the universal gift that every think- 
ing person may claim. 


a song of industry and thrift. 


I banish fear and stand 
patiently day and night awaiting my hour of 
service. 

I banish fear—I am a life insurance policy! 
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Don’t Overlook This Good Bet 

One of the most important details of your 
work is getting the leads for new business, and 
this is something that you should keep in mind 
with every call, and particularly every applica- 
tion closed. 

When a man decides on a certain policy he 
is convinced of its value and is usually in a 
position to direct you to some of his friends 
whose conditfons are such that the same kind 
of a policy would appeal to them. 

When you can get this kind of leads you are 
saving time and eliminating a lot of waste ef- 
forts in calling on those that you know noth- 
ing about—R. G. Hake in the Bankers Life 
Bulletin. 





OF NEBRASKA 
209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 


OF AMERICA 
DES MOIES, Iowa. 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 





F. D. HARSH, Secretary 








LIFE INSURANCE CONDITIONS 


Conditions Better Than for Several 
Months, Large Company Reports 
[To the Editor of THe Sprecrator] 
\e have held a reply to your letter of June 
1 until we could furnish you with more com- 
plete information. I‘rom our observation we 
believe that the country has passed through 
the most critical portion of the readjustment 
period and we look for a gradual improvement 
in business conditions. We will endeavor to 
answer your questions in the order in which 
they are asked. 
1. With the possible exception of some of 
the agricultural sections, it is our belief that 
conditions in the territory in which we oper- 








Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EUGENE TANKE, President 
W. C. DIXON, Secretary 


HOME 














ate are better than they have been for some 
months. Our experience is that the business 
depression has been felt more in the agri- 
cultural communities than in the cities. Our 
agencies in three of the largest cities have 
produced a larger volume of paid business 
this year than they did in the corresponding 
period of last year. 

2. The 


shows only a very slight increase over last 


volume of business surrendered 
vear, but there has been a material increase in 
number and in volume of policies lapsed. Pre- 
sumably this is the combined effect of the 
business depression and of the very large pro- 
portion of our insurance in force which has 
been placed on the books during the years 
1919 and 1920 and has not become thoroughly 
seasoned. 

3. Our issued business in the month of 
May preceding our seventicth anniversary 
convention was the largest in any month in 


ur history. As a result our issued busiress 


shows only a very small decrease this year 
over the corresponding period of 1920. 
1. Issued business 5 months 1921, $28,440,000 
Same period: 1920): s.csci00 co: 30,160,000 
20,879,000 
26,919,000 


Paid business 5 months 1921, 
Same: pertod I920se. «<2 25.25: 
5. In issued business the decrease has been 


6 per cent; in paid business 29 per cent. We 


expect that this margin of difference between 
issued and paid will be reduced as soon as 
there has been an opportunity for our large 
issue of May ($8,882,000) to be paid for. It 
is true that policies are not being paid for as 
promptly this year as in 1920 and there is a 
larger use of the interim premium. 

6. Our paid business for the first half of 
this year is greater than the entire year, TOT4. 
We do not believe that the volume of new 
business is returning to the 1914 level. It 
seems more likely to follow the 1919 level. 

7. It is our expectation that a larger volume 
of business will be issued during the last half 
of 1921 than in the same period of last year. 
We find that 58 per cent of our issued busi- 
ness in 1920 was placed on the books the first 
half of the year. The issue in the last half 
of 1920 was $25,800,000, and we confidently 
expect to exceed this amount during the next 
six months.—Agency Secretary, Phoenix Mu- 
tual, Tlartford. 


17 


SOUTH DAKOTA OUTLOOK BETTER 


[To the Editor of Tue Specrator] 

I beg to acknowledge receipt of your letter 
of June 3, and in reply thereto advise that in 
my opinion the general condition in South Da- 
kota has improved to some extent within the 
past few months, and with a most excellent 
crop outlook indications are that the condi- 
tion will further improve. 

While the lapse ratio of our company has 
not been as large as could reasonably be ex- 
pected under the financial condition prevalent, 
the question of new business has been one 
that has demanded much attention, our volume 
being much less than that written in the same 
period last year. 

Personally, I am of the opinion that de- 
mands for life insurance are not as strong at 
the present time as compared to previous 
years, due principally to the financial situation 
that has confronted us for many months. At 
the same time, however, I believe that the de- 
sire for life insurance can be created through 
salesmanship with, perhaps, more arguments 
than has been available in previous years. I 
am very optimistic in regard to the question of 
new business for the remainder of the year 
and, while I am not of the opinion that the 
same volume of business will be written as 
was during a similar period of last year, I am 
inclined to the belief that business written 
from now on in 1921 will more than double 
that written in 192I up to date—Guy C. Bar- 
ton, president, Policyholders Life, Sioux Falls, 
South Dakota. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

RMN sa’ cule ara- ve ndicharaa ay eae $128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. H. 

















THE SPECTATOR Thursday 


LIFE INSURANCE SECTION 























Were Dropping 
a Message ~ 
to You ~ - - 








Our New Accident and Health Department 
opened for business June 15. 


We now offer unexcelled service in Life, Ac- 
cident, Health and Group Insurance. 


Whether you are interested in one or all of 
these lines, you are cordially invited to ne- 
gotiate for territory. 


Our Expansion Program calls for big men 
equipped for leadership. Our Agency Contracts 
are attractive. 


Drop us a message and we'll tell you all about 
the ACE and other New Accident and Health 
Policies. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton Home Office 
President St. Louis 
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AWAITS HARVESTING OF CROPS 
[To the Editor of THe Specraror] 

In answer to your letter of June I calling 
for information as to the effect of present con- 
ditions upon our business, we desire to say 
that finances in the territory in which we 
operate (Nebraska and South Dakota) are 
still very close and we do not anticipate much 
relief until early fall, as much of our business 
comes from the farmers and the majority of 
them have no ready funds with which to pay 
insurance premiums and will not have until 
they harvest their crops. 

Lapses have been increased about Io per 
cent over the same period last year as to vol- 
ume. 





Life Insurance Man ; 


with record of twenty years’ con- 
structive work as agency manager 
wants permanent connection with 
progressive company on Agency 
Management or General Agency 
lines. Southwestern territory pre- 
ferred. 

Write E. H. V, care of THE 
SPECTATOR, City Hall Station, 
New York, N. Y. 














Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
row in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield, 

Incorporated 1851. 


Massachusetts 
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New business shows a decrease. 

Volume written first five months of 1921 
about 70 per*®cent 1920 business for the same 
period. 

A decrease of about 30 per cent. 

We anticipate a reduction in the volume of 
life insurance written on the whole—possibly 
not to the, 1914 level. 

In our judgment the business for the re- 
mainder of the year will equal the business for 
the same period of last year—P. H. Salter, 
president, Elkhorn Life, Norfolk, Neb. 


CONDITIONS IN CANADA 
[To the Editor of THe Spectator] 


It will probably interest your readers to know that 
our increase over 1920 to June 15 is over 300 per cent. 
We have not noticed any unusual lapse ratio or de- 
mand for policy loans—an excellent indication of the 
prosperity of Northwestern Canada. 
H. R. S. McCase, Managing Director, 
Northwestern Life, Winnipeg, Canada. 


Life Insurance Business Not Hard Hit, Is 
Opinion 

That life insurance has not been affected 
to the extent of most business and banking 
lines by the depression in industry is the 
opinion of Hartford insurance men. Although 
the volume of new policies written is not ex- 
pected to reach the 1920 level, it is believed 
that the 1919 mark will be equalled, or some- 
what exceeded, by each of the local companies. 

The Phoenix Mutual agents have been mak- 
ing a recent nation-wide campaign to stimulate 
sales, in view of the company’s anniversary 
observed a short time ago. As a result, the 
volume of new business has been exceptionally 
large, eclipsing the 1920 records. 

The Connecticut General is also doing ex- 
cellently in a generally poor business year, for 
its regular life insurance business from agents 
has exceeded the 1920 total. The company’s 
agency business for the first five months this 
year was $34,522,640, comparing with $34,074,- 
842. This is particularly noticeable in view of 
the immense gain made last year over all previ- 
ous records. ; 

The Connecticut General’s group business is 
about 60 per cent. The company’s total busi- 
ness, including all lines except group, was 
$44,376,987 for the first five months, this being 
about $5,500,000 less than the 1920 total for the 
same period. Although the number of lapsed 
policies shows a large increase, they are not of 
as large a volume as the company expected. 
At present the AEtna Life’s new business is 


considerably better than any year prior to 1920, 
and in recent weeks there has been a notice- 
able improvement. The Connecticut Mutual is 
reporting a very satisfactory volume. The 
Travelers usually gives out little information 
on its new business until the end of the year, 
but it is understood that the 1921 sales will 
compare very favorably with any year except 
the last, when unusual boom conditions pre- 
vailed. 


Fall Actuarial! Meeting at Cincinnati 

The fall meeting of the Actuarial Society 
of America will be held in Cincinnati on 
Thursday and Friday, October 27 and 28, the 
society being the guest of the Union Central 
Life Insurance Company. 

It is announced that because of the printers 
strike the May number of the Transactions 
may be delayed. 


’ 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran-= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 
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ASSETS $3,916,856 $ 


CONTINENTAL LIFE INSURANCE COMPANY 
> INSURANCE IN FORCE $31,573,988 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 


Very Attractive Agency Contracts to Reliable Men. 
John W. Cooper, President. 





Kansas City, Missouri 
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Our system of individual ac- 
counting is distinct from any 
plan of life insurance on the 
market. Its justice makes an 
immediate and forceful appeal to 
the prospect. The accumulation 
of funds over the mortuary and 
expense accounts is another orig- 
inal and striking feature. We 
offer you the opportunity to make 
a connection which will give you 
every possible advantage in point 


of attractive goods. 


Guaranteed Equity 
Life Company 
W. W. KREAMER, Pres. 
127 N. Dearborn St. Chicago, IIl. 











Peoples 
Life 
Insurance 
Company 
Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders, 


$16,000,000.00 imsurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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MAKING THE APPROACH 


Getting In to See the Prospect That 
You Do Not Know 








CONDUCTING A COMPACT INTERVIEW 





Valuable Advice Contained in “The Art of 
Selling,’ by John S. Tunmore 

Just as it is impossible to obtain a prospect 
without either seeing him or getting in direct 
communication somehow, so it is of the ut- 
most importance to make the proper approach, 
particularly if your prospect is a busy man. 
It is exceptional to find a business man at 
leisure. He usually wants to know what the 
subject matter of the interview is to be. Fre- 
quently it is best to seek an appointment, but 
should the salesman find it expedient to go in 
without an introduction or an appointment he 
might say, for instance: 

“Mr. Jones, I realize you are a busy man 
and I should like to ask whether you have a 
few minutes for a matter which I believe you 
are vitally interested in.” Should you receive 
his consent, then endeavor to get the sub- 
stance of your interview into as compact, pre- 
sentable and forceful a form as possible. 

I have often wondered why some enterpris- 
ing moving picture concern did not film suc- 
cessful approaches for salesmen, for I believe 
there are more good prospects ruined at the 
start by bad approaches than from any other 
source. In talks to solicitors I have ‘often 
said that any good automobile salesman could 
have sold me a car if he had adopted the 
proper approach, and frankly I will say that 
I have been “in the market” for a number of 
years, but as yet no salesman appeared with 
the proper approach necessary to close a sale. 
Lest I should become a target, let me add that 
I have since used my available cash for other 
purposes. 

it is a peculiar fact, but a very true one, that 
the average man has to be sold. He does not 
go out and buy as a rule, excepting for abso- 
lute necessities, frequently going on for years 
without purchasing what a clever, observant 
solicitor would have readily sold him had he 
made the effort, and frequently upon the first 
interview. 

I call to mind a number of solicitors who 
have only ordinary ability, yet possess that 
happy faculty of being pleasant, and by rea- 
son of this have attained wonderful success. 
When you go into your man’s office, carefully 
observe his entire surroundings, and make your 
conversation and approach correspond to them. 
If he is busy, be deferential and not insistent. 
Should he be at leisure, take advantage of the 
fact and embrace the opportunity of creating 
an atmosphere by what you say which will 
awaken his interest, and by this method you 
probably will find him more receptive than you 
otherwise might hope for. 

* Copyright, The Spectator Company, New York. 

—The estiniony of Hoary Evans, chairman of 
the Board of the Continental of New York and 
aliied companies, before the Lockwood Housing In- 
vestigation Committee, recently issued, has been 
scanned with interest by insurance men. 
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Personal! 


It’s the personal, 
friendly spirit that 
makes the Peoria Life 
Happy Family of 
Successful Agents. 


TT PEORIA LIFE. 


gives SERVICE to 

its policyholders and 
to its agents. Its sound 
methods and good reputa- 
tion are giving it a steady, 
healthy growth all in the 
Middle West. It insures 
men and women on equal 
terms. Policies are up to 
date in every respect, and 
contain liberal and attract- 
ive features which make 
them sell. 


It is developing new terri- 
tory in the Central West 
and has good positions for 
good men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 


Fourteenth Year 
$65,000,000.00 in force. 
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BUILD 
YOUR OWN 








BUSINESS 





under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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CONFIDENCE NEEDED 


Faith Essential at Closing Stage of 


Sale 


TREAT IDEAS AGAINST BUYING 
LIGHTLY 


How to Outweigh the Negative Side of a 
Prospect’s Argument 


It is very important that the salesman do his 
work confidently at the weighing stage of the 
sale. If you went to a grocery store and a 
clerk weighed sugar for you in an uncertain 
manner, as if he did not feel sure of himself 
as a weighman, you would not be inclined to 
take his weight. Confidence in one’s own self 
engenders confidence of another person, pro- 
that one’s. self-confidence is well 
founded. Why should the salesman lack faith 
in his own work at the closing stage of a 
sale? If he knows he done the right 
things throughout the various processes of his 
effort preceding the close, he should undertake 
the final weighing of the evidence in a thor- 
oughly confident state of mind and heart. 

You have been impressed with the necessity 
for courage in salesmanship and have been 
shown that courage can be acquired and de- 
veloped by anyone. Just here we refer to the 
quality of courage again in order that its 
part in the close may not be forgotten. I[t 
should be the true courage of entire confidence, 
and there is absolutely no reason why the 
salesman shouldn’t be confident of getting the 
order if his work at every step of the sale 


vided 


has 


has been done intelligently and with real 
skill. Therefore, when you come to the 


weighing stage and work to Secure Decision, 
have faith in yourself as a weighman and 
show the prospect by your confident attitude 
that you are sure of yourself and of the result 
of the contrasts you are making before his 
mental vision. Thus you will prevent him 
from doubting your weights, and he won’t be 
able to avoid a Decision as to which way the 
scale tips. ; 

Skill in weighing is very 
course. Good salesmanship requires, for in- 
stance, that you treat ideas against buying 
with Jight tones and with gestures suggesting 
lightness. Conversely, of 
employ your voice and movements to convey 
ideas of weight and power when you refer to 
points in favor of purchasing. You are not 
dealing in materials but with ideas. You 
weigh images instead of goods. You work to 
get across to the prospect mental and emo- 
tional impressions of weight, not thoughts of 
actual weights or feelings of actual weights. 
So a part of the art of Securing Decision con- 
sists in making the images for buying appear 
as heavy as possible by employing two devices 
of skillful salesmanship that make favorable 
ideas show to the maximum advantage on the 
scales. It is entirely ethical to use these de- 
vices, for in so doing you simply conform to 
laws of human nature. Of course, you em- 
ploy the same devices to show by contrast that 
the images against buying seem very light. 


important, of 


course, you should 


2I 


It is human nature to associate the idea of 
balance and stability with the idea of weight. 
The pyramids of Egypt impress us as very 
heavy, because they rest on a broad, firm foun- 
dation and evidently are in no danger of fall- 
But imagine the pyramids standing up- 
side down. Their actual weight would be the 
same, yet they would seem much lighter for 
the reason that they would be out of balance 
Use this law of human nature 


ing. 


and unstable. 
when you pile up the ideas for buying and the 
ideas against buying, on the scales of Deci- 
sion. 

On the “No” side employ as the foundation 
of the opposition to purchasing your goods 
some trivial objection made by the prospect— 
something he himself must realize is slight. 
Build on this as a starter some objection of a 
little more weight, and continue in that way 
until you have erected a pyramid upside down 
on the negative side of the scale. After you 
put into its place the really heavy objection of 
the prospect, taper off again at the top with 
This 


a structure very un- 


some more light points against buying. 
results in the effect of 
stable and out of balance, which appears light 
in weight because of its arrangement of the 
ideas. 

Reverse the arrangement on the “Yes” side, 
except that here you build a perfect pyramid 
with no false bottom. After your affirmative 
structure has been tapered to the top at which 
you place the least of your images in favor of 
the purchase, recur to the base finally and re- 
peat for a moment your principal points. Then 
show the prospect the contrast between the 
two sides of the scale. Even were the actual 
would 
mind's 
eye, and the Decision would be for buying. 

The other device of good salesmanship by 
which the weight of the negative side of the 
scale can be made to appear slight and the 
weight of the positive balance seem very great 
utilizes another Jaw of human nature. We all 
are accustomed to associate ideas of weight 
with ideas of wo articles each 
weighing a pound seem to us heavier than one 
article of the same materials which weighs 
two pounds. People who have been used to 
buying potatoes by the peck look at a bushel of 
potatoes with suspicion when they are asked 
to pay four times the price of a peck. They 
hardly can believe their eyes when they are 
shown that the bushel basket will fill four peck 
The good salesman realizes this 
human nature trait and uses it to make the 
images for buying appear heavier than the 

He shows the prospect 
more “Yes” ideas than 
there are “No” ideas. If the numbers were 
the prospect might decide that the 
weight was the samc on the two sides. But 
when he perceives larger number of ideas on 


weights exactly equal, the “Yes” side 
tip downward quite heavily before his 


numbers. 


measures. 


images against buying. 
that three are many 


equal, 
the affirmative end of the scale than he see on 


decides that the “Yes’ 
cannot help thinking 


’ 


the negative side he 
end is the heavier. He 
and feeling that way. 
The salesman, of cannot decrease 
the actual number of the prospect’s objections 
and increase the number of his own points in 


course, 





favor of buying. So his skill in salesmanship 
consists in combining as many objection as 
possible to make them appear as but one ob- 
jection. In like manner he works to show his 
best points in more than one light, so that they 
will appear multiplicd in number. 

While the salesman is employing these two 
devices of the skilled weighman, he does not 
neglect the important element of keeping the 
prospect's desire for the goods stimulated. In 
addition to using the scientific arrangement 
of the images on the two sides of the scale 
and employing the methods of combination and 
multiplication to decrease and increase the re- 
spective numbers of the contrasting ideas, the 
salesman also does the double job of artistic 
painting of the two sets of images. Not rest- 
ing his case on the contrast in weights alone, 
he endeavors to show the ideas against buying 
in unattractive colors and the ideas in favor of 
buying in brilliant hues. When the prospect 
perceives the contrast in weights, plus the con- 
trast in other elements of desirability, he De- 
cides the more readily because of the double 
contrast than he would if only the one con- 
trast were shown to him. 


PERFECT FAIRNESS 

Throughout the entire weighing process the 
salesman needs to be extremely careful to give 
the impression of perfect fairness as the 
weighmaster. The effect of his work will be 
wholly or partly spoiled if he does anything 
that the prospect decides is not fair. Many 
salesmen fail as closers though they go through 
the weighing process because they omit to put 
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on the scales all that belongs on the “No” 
side and attempt to weigh in on the affirmative 
balance ideas that the prospect feels don’t be- 
long there. No dishonest weighman can secure 
the confidence of a person who is watching 
him closely. Play square with the contrasts 
you put in the scales, or the prospect won’t 
accept your weights. From suspicion he will 
pass quickly to a decision against buying, be- 
cause he feels he cannot trust his own mental 
eyes with regard to the weights he has seen. 

Before we leave this subject of Decision we 
should refer to the Decisions that disappoint 
the salesman. You cannot win a “Yes” every 
time, however well you work. You do not ex- 
pect that, and would be foolish if you did. 
You will be tnoroughly efficient in this first 
step of the closing stage if you put the pros- 
pect through the process of Decision in the 
correct way, whether he turns you down or 
buys at the end. The most expert salesman 
just reduces the “No’s’ to the irreducible mini- 
mum. You are to blame only if you do not go 
through the weighing process with the prospect 
skillfully. And the salesman who does no 
weighing of contrasts at all when attempting 
to close is wholly to blame for his failures. 


SECURING THE DECISION 

The securing of the Decision is only part of 
the process of closing a sale. There are two 
more steps of salesmanship to study before 
our present course shall be completed. In this 
chapter we are to consider but one of these 
elements—Obtaining the Signature, that is, 
getting the prospect to place his order after he 
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decides to buy. The last step of the sale—the 
Get-away and Lead to Future Orders—will be 
studied in our next and final chapter. 

The Decision to buy takes place inside the 
mind and heart of the prospect, but the sales- 
man’s purpose in closing is not accomplished 
unless and until that Decision is translated 
into afirmative muscular action by the pros- 
pect. Make the distinction here between the 
nature of the action of Decision and the action 
of Placing the Order. And bear in mind the 
fact that it is entirely possible to win the deci- 
sion of the prospect and yet to lose out because 
he keeps the decision to himself at first, then 
reverses it and decides not to buy. It is es- 
sential to get the decision out of the prospect. 
When he has expressed it he will be altogether 
unlikely to change his decision. But prior to 
that point the sale is not closed. 

We have arrived again at our old acquain- 
tance—the psychological moment. We need to 
know when it occurs and what to do right then. 

The psychological moment of transition 
from mental decision to the muscular action of 
actual buying comes at the instant when the 
weighing process is completed, provided the 
prospect has followed the salesman through the 
weighing operations. If the prospect has not 
perceived clearly all the contrasts of ideas on 
the two sides of the scale it may be necessary 
for the salesman to repeat parts of the weigh- 
ing process in order to convince. But this 
necessity can be avoided usually if the salesman 
makes sure as he proceeds with his work of 
contrasting that the prospect is following him 
both mentally and emotively. 
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The Guardian Life Insurance Company: 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest 
year in the Company’s history. 


Surplus and Dividend Fund......... 


The past year was notable for further 
development of the Guardian’s comprehensive 


For information regarding the opportuni- 
ties available in the agency organization of 
this Company to men who can measure up to 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 
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Equitable Life Opens Training School at 
Atlanta 

The twenty-fifth insurance training school 
of the Equitable Life Assurance Society of 
America was opened in Atlanta on July 8, 
with an attendance of fifty. 

C. Z. Hazell of Baltimore, Md., inspector of 
agencies, has been in Atlanta for several days 
preparatory, to the opening of the school. 
Others who will participate in the course are 
Manager William FE, Duncanson, Assistant 
Manager Dickson H. Tharin and District Man- 
ager N. E. Ellsworth. 

The following is a roster of agents attending: 
W. O. Parsons, G. T. Ward, Thos. J. Barnett, 
H{. L. Thames, Jr., A. Mencke, G. O. Glessner, 
kk. V. Denton, A. C. Crockett, R. O. Stevens, 
Harry E. Wilson, H. C. Hull, J. D. Bowen, 
Frances Russell, Claude R. Worley, H. Strick- 
lin, F. N. Stricklin, Sara E. Coleman, Letha 
LI. Booth, C. B. Lawrence, W. Ragan Morri- 
son, J. M. Griffith, H. L. Eichelberger, R. FE. 
Lowe, W. E. Pendleton, W. L. Ambrose, E. FE. 
Valentine, M. P. Trigg, Donald P. Starr, Harry 
R. Kline, Wm. T. Stewart, W. J. Cuip, H. K. 
Hull, John W. Boyd, Fuller Mynatt, E. B. 
Huffman, J. A. Harris, Alexander C. Hull, 
Jas. E. Ellis, C. E. Thraymor, R. D. Taylor, 
J. S. Taylor, W. H. Butler, Raymond C. Tyree, 
A. W. Jackson, U. V. Freeman, R. B. Har- 
grove, W. F. Langley and G. B. Jackson. 

The school is open to the company repre- 
sentatives in Georgia, Tennessee, North Caro- 
lina and South Carolina, and will be con- 


ducted by Dr. G. B. Van Arsdall. 


Guardian Has Policyholders’ Month 

The Guardian Life Insurance Company of 
America is holding policyholders’ month dur- 
ing July again this year. The custom was 
established last year and proved to be a very 
successful innovation in getting into personal 
touch with old policyholders, increasing their 
business and getting new prospects from them. 
Every policyholder is visited at some time 
during the month by the agent in his territory. 


Two Compliments to The Spectator by 
One Mail 

T have the last six issues of THE SPECTATOR 
and looked them over with a great deal of in- 
I think you are making a better paper 
than you ever did before—Chas. W. Pickell, 
manager, Massachusetts Mutual Life. 

I wish to assure THe Spectator of my high 
regard of its estimate of life insurance pub- 
licity work—Homer Guck, assistant to the 
bresident, Detroit Life. 


terest. 


—Connection with a progressive life company, pre- 
ferably in the Southwest, is desired by an agency 
manager of long experience, whose advertisement ap- 
Pears in another column. The advertiser would con- 
sider a general agency, which he is capable of financ- 
ing. 


Journal of the Institute of Actuaries 

The Journal of the Institute of Actuaries 
has issued Part III of Volume LII, dated 
April, 1921, of The Journal of the Institute of 
Actuaries, being consecutive number 275. 

This part contains a portrait and memoir of 
Thomas Bond Sprague, M.A., LL.D., the presi- 
dent’s address, and papers on “A Short Method 
of Constructing Select Mortality Tables,” by 
George King, F.I.A., F.F.A., F.A.S.; “The 
Census of 1921I—Some Remarks on Tabula- 
tion,” by F. A. A. Menzler, B.Sc., F.1A., 
F.S.S., with abstract of discussions, and refer- 
ences and reviews pertaining to National 
Health Insurance, Valuation of Redeemable 
Securities with Allowance for Tax, Elements 
of Statistics, Pension Endowment, Life Assur- 
ance and other schemes for Employees of 
Commercial Companies, Births, Deaths and 
Marriages in England and Wales, Reduction 
of Error by Linear Compounding and a Class 
of Graduation Formulae. 

This part contains over 160 pages and may 
be obtained from The Spectator Company at 
2.50 per copy. 
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Edward V. Preston Dead 

Major Edward V. Preston, eighty-four 
years old, general manager of agencies of the 
Travelers and one of the most widely known 
American insurance men, died at his home in 
Hartford Sunday evening. He had never re- 
covered fully from a severe attack of pneu- 
monia in November of last year, and for the 
last six weeks had been confined to bed in a 
serious condition. Although not unexpected, 
the death of Major Preston, one of the most 
beloved of insurance veterans, came as a pro- 
found shock to associates. He was in the 
service of the Travelers for fifty-six years 
and had played a leading part in bringing that 
company to its present position in the insur- 
ance world. 


Manhattan Life Men to Meet in Denver 
Agents of the Manhattan Life Insurance 
Company who qualify for the $100,000 Club 
will meet in Denver this year, August 17-19. 
The company is preparing an excellent pro- 
gram and expects about seventy-five agents 
to attend. The club year ended May 31, but as 
the agents have two months to pay for their 
business it is not yet known just how many 
qualified. 


Mutual Co-operative to Begin Business 

The Mutual Co-operative Union of Hart- 
ford, Ark., has been authorized to do business 
in Arkansas. It will operate on the circle as- 
sessment plan, writing life insurance on its 
members. David Moore is president, H. G. 
Davis general manager, and B. E. Park secre- 
tary. 
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Darwin P. Kingsley Writes Field Force 

Darwin P. Kingsley, president of the New 
York Life of New York, before his departure 
to Europe, wrote the following letter to the 
agency force: 


Just as I am preparing to sail I am permitted to 
read the Agency Bulletin of July 2. I don’t need to 
say that I knew nothing of this plan until it was 
completed and issued. 

Having read the Bulletin I shall be less than candid 
if I go away without a word more. That the tributes 
of Vice-President Buckner and Second Vice-President 
McCall make me very proud and happy is quite true. 
Phat isn’t just ‘“‘conversation,” either. I know that 
some of you boys will think we are just swapping 
compliments to produce an effect. Sut that is a 
great mistake. When I tell you that until I read 
these expressions in the Bulletin, I did not know how 
these associates of mine feel toward me, I speak the 
simple truth. 

We have worked together for much longer than 
the fourteen years that I have been president. We 
have seen each other from many angles during those 
years. We have discussed things; differed 
many times. We have tested other’s calibre, 
morally and spiritually as well as mentally; but we 
have never talked to each other about our conclusions 
and have seldom talked to others. Men can work 
for years together, mutually carrying great responsi- 
bilities and making daily of far-reaching 
consequence and, outside the fact that they continue 
together and therefore trust each other, give no sign 
of how they really rate each other. 

This contest opens with a revelation to me— 
something worth more than all the pride I shall 
have in your production during July and August. 

Read what Thad Bell says, and Baldwin and all 
the other inspectors. I feel like a girl of eighteen 
who has just had her first proposal. 

Thank you all, officers, inspectors and others, whose 
good will I shall assume. 

Work hard. It will do you good. 

Until I meet the four winning inspectors and the 
sixteen winning agency directors in September— 
Good luck! 


many 
each 


decisions 


Sincerely yours, 
Darwin P. KINGSLEY, 
President. 


To Honor Darwin P. Kingsley 

The departure of Darwin P. Kingsley, presi- 
dent of the New York Life Insurance Com- 
pany, for Europe in order to aid in straighten- 
ing out the affairs of the company there, is to 
be the occasion for a big agency contest by 
the agents of the New York Life throughout 
the country. 

The contest will be during the month of 
July and August, during which time the entire 
agency staff will endeavor to produce a record- 
beating hot weather business. 


Life Agency Officers to Meet 
The annual meeting of the Association of 
Life Agency Officers will be held this year in 
Chicago, November 10-11. The association 
has held its meeting in previous years on 
armistice day and has decided to continue the 
plan this year. At a recent meeting of the 
executive committee it was decided that the 

theme should be “Educating the Agent.” 
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THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 


JOIN C. MAGINNIS, President 
H. LEISHEAR, Jr., Sec’y & Treas. 








THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 












New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 








GRAND RAPIDS LABEL CO. _ 


| GRAND RAPIDS, 


m0) 5 nO) 8) A 
SHOWING ELABORATE DISPLAY 








N. H. WHITE, 8rd Vice-President 
E. B. CRAIG, 4th Vice-President 
C. R. CLEMENTS Secretary and Treasurer 


C. A. CRAIG, President 
W. R. WILLS, Vice-President 
T. J. TYNE, 2nd Vice-President 


The National Life and Accident Ins. Co. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 





HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483,100—a gain for the year 1920 0f nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 











5 Q WE WANT AGENTS 
we “THE COMPANY OF CO-OPERATION” 


$150,000.00 Deposited with Treasurer of Tennessee! 
to push our five=pointenine policies. 
Excellent Iowa territory and liberal 
contracts for men of goodreputation. 
THE DES MOINES LIFE & ANNUITY CO. 
A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 








The Farmers and Bankers 
Life Insurance Company 


Ts an established fact—an integral part of 
the life insurance and financial activities of 
its Home State—Kansas, enjoying the con- 
fidence of the citizens of its neighboring states 
in which it is operating. FULLEST CO- 
OPERATION WITH AGENTS. 


HOME OFFICES WICHITA, KANSAS 














THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892, 
Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan 























WANTED 

A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, Ill., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 











INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, il. 





























— Ve wy € 


di] 














July 14, 1921 


THE SPECTATOR 





Life Insurance 








(Continued from page 4) 
$ 


Reliable Fire, Daytony....... LA +, ee ree 
Preferred Risk, Topeka ...... 273,426 594,150 
Reliance, Philadelphia ........ Cie. ( re 
Republic, Daas’ coe cscs wei rh: ee 
Republic Fire, Pittsburgh .... GON NGe” ee kee 
Rhode Island, Providence.... ES 1) re 
Richmond, New York........ 345,803 PET ae 
Rocky Mountain, Great Falls.. 2 eee 
Rossa, TIArtford 60:6 60:06:60: 1,422,277 7285,235 
Safeguard, New York........ 146,910 7300,000 


Security, New Haven........ 2,122,549 §300,000 
Security Fire, Davenport..... 365,161 §50,000 
Springfield F. & M., Springf’d. 5,188,867 


St. Paul F. and M., St. Paul. GOBE948 ciwcees 
Standard Fire, Trenton....... S9408F  edssave 
Standard Fire, Hartford...... GIRGGE cescwesc 
Star, Newark x 2. cccasesess 429,386 §400,000 
Sterling Fire, Indianapolis.... 861,483 7300,536 
Stuyvesant, New York........ LE: + ee 
Superior Fire, Pittsburgh v.... 915,181 $180,000 








; $ $ $ $ 
$ $ Union Reserve, New York... 17,401 FOC CCG kckcsice 517,401 
330,000 88,933 United American, Pittsburgh o MSGANE = eve KK 284,000 144,117 
32,132 835,444 United Firemens, Philadelphia 640,100 {100,000 328,000 412,100 
292,000 321,800 United States Fire, N. Y.m... PEGE SNE ~~ co siiuce 824,307 1,544,027 
185.000 242,358 Utah Home, Salt Lake City z. 904,731 §250,000 558,500 596,231 
238,000 323,190 Virginia F. & M., Richmond. SERGES © ccwcncus 340,000 492,058 
Victory Fire, Philadelphia.... 58,195 0 re 558,195 
a” 924 Qn Vulcan Fire, San Francisco.. 484,868 7403,000 109,523 778,345 
37,500 234,871 +. xe y od 4 
142.000 203,803 Westchester Fire, New York.. 2,935,349 §1,100,000 1,870,000 2,165,349 
r 4 1 9 - 
Prespa 2300 ats Pee idivcdccenceveds 255,248,610 34,001,078 171,080,223 118,168,545 
ESE MES 446,910 _*In business less than ten years. + Includes initial surplus paid in. + Austin, 
293.000 1.529.549 Commonwealth and International of Dallas merged. § Surplus paid in. § Premium 
254000 "161161 on new stock. || Formerly German Alliance. a Includes $500,000 transferred from 
a3 075.000 2.013 '867 surplus to capital. b Includes $300,000 transferred from surplus to capital. c For- 
2480 000 2°576 948 merly German American. e Includes $75,000 transferred from capital to surplus, 
one ‘ “"986'9 ‘ and $100,000 surplus paid in. f Formerly Buffalo German. h Includes $7,000,000 
208,000 286,981 stock dividend. jy Formerly German. / Includes $1,000,000 transferred from surplus 
, tas to capital. m Company absorbed the Peter Cooper Fire in 1911 and was_ merged 
348,000 331,555 with the Williamsburgh City in 1916. o Formerly German American. p Includes 
1428,000 401,386 $100,000 stock dividend. g Formerly Pelican. s Includes $3,000,000 stock dividend. 
221,000 941,019 t Formerly North British and Mercantile. «Formerly Germania. y Formerly Teu- 
232,500 428,832 tonia. «x Formerly Liverpool and London and Globe. v Formerly Humboldt. 
480,000 615,181 < Formerly Home of Utah. 





BUY MISSISSIPPI BONDS 


New York Life Companies Make Big 
Purchase 





TO BUILD TUBERCULOSIS SANITARIUM 


Anti-Compact Suit to Be Resumed Before 
Chancellor in August 


[Special Dispatch to THE SpPEcTATOR] 

Jackson, Miss., July 12.—Frank Robertson, 
Attorney-General of Mississippi, spent last 
week in New York city, where he disposed of 
the State’s latest million dollar bond issue to 
several large life insurance companies. The 
proceeds will be used by various Mississippi 
State institutions for the improvement of their 
property. 

A large portion will go to the Mississippi 
Tuberculosis Sanitarium at Magee, Miss., and 
Mr. Robertson is authority for the statement 
that this fact was what interested the life com- 
panies in buying the bonds, rather than the in- 
terest rate. 

The tuberculosis sanitarium has been very 
successful during recent years, and owing to its 
crowded space it was necessary to enlarge it. 

Green & Green, attorneys for the Mississippi 
fire agents, have filed suggestion of error before 
the State Supreme Court in the case of William 
I. Pullen, in whose behalf the receivership was 
contested. Two of the Mississippi judges, Jus- 
tices W. D. Anderson and E. O. Sykes, dis- 
sented from the majority opinion of the court, 
holding the receivership valid. It is stated that 
this phase of the case will be carried to the 
United States Supreme Court in all probability. 

The hearing of the main issue of the anti- 
compact suit will be resumed by Chancellor 
Stricker in August. 


Life Insurance Companies and Mortgage 
Loans 

Comment was recently made in THE SpeEc- 
TATOR apropos of the data brought out in the 
Lockwood housing investigation in New York 
upon the fact that a certain life insurance com- 
pany had recently suspended for the present the 
making of loans upon mortgages. This com- 
pany is one of the smaller ones, and its invest- 
ments are largely of a local character, and 
governed by local conditions; and its action was 
cited to point the argument for greater free- 





dom being given insurance companies in regard 
to the character of their investments than is 
proposed by the Lockwood Committee. 

On the other hand, it should be borne in mind 
that some of the larger life insurance com- 
panies are expanding their investments in mort- 
gages, rather than curtailing them, and that the 
Metropolitan Life of New York, for example, 
invested $35,000,coo in farm mortgages last 
year—more than a dozen times the entire assets 
of the company recently referred to in THE 
SPECTATOR as having suspended such invest- 
ments. 

Another company which may be cited as a 
great investor in farm mortgages is the John 
Hancock Mutual Life of Boston, which is 
credited with having purchased $31,000,000 
worth of such investments last year. 

In fact, instead of the life companies with- 
drawing from this class of investment, more 
of them are becoming interested in it all the 
time. Concerning this type of investment it 
has been said: 


The farm mortgage is always worth 100 cents 
on the dollar. If it is made on the right basis 
to begin with, and when one considers that the 
rate of seven per cent prevailing in the farm 
mortgage business to-day is net to the investor 
without depreciation of the security, he will find 
it just as profitable as bonds, and, furthermore, 
such investor will be able to sleep at night with- 
out fear of loss to him. 

If the insurance companies were to withdraw 
their investments from farm mortgages they 
would certainly find the farmer unable to carry 
on as he has been doing. They need money to 
move their crops, to buy new implements, buy 
additional acreage and pay off loans already 
made. 


One who is engaged in disposing of farm 
mortgages, and who has sold large amounts of 
them to life insurance companies, says: “So 
far as my company is concerned, it is doing 
more business than it has ever done before.” 

It is evident, therefore, that farm mortgages 
appeal strongly to those having huge amounts 
of trust funds to invest, and who require both 
safety and liberal yield. A table recently pub- 
lished in Tue Specrator showed that the 
average yield of mortgage loans of all classes 
held by life insurance companies reporting to 
the New York Insurance Department was 5.30 
per cent in I9I9, against but 4.34 per cent 
average return upon stocks and bonds. Mani- 
festly, well protected real estate mortgages con- 
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stitute a class of investment which should and 
does receive favorable consideration by life in- 
surance companies having large sums to invest, 
and whose first demand is safety. 





The Shénandoah Life Holds Meeting 

The Shenandoah Life Insurance Company 
of Roanoke, Va., recently held a two days’ 
meeting of its officers, directors, general agents 
and field men at the home office. The principal 
producers were tendered a luncheon and the 
visiting agents were banqueted in the evening 
of the first day. President Angell presided and 
reviewed the successful history of the company, 
stating his expectation that this year the com- 
pany would write in excess of $12,000,000 of 
new business, thus doubling last year’s record. 
Other speakers were Hon. J. E. West, State 
Senator; E. B. Spencer, president of the Na- 
tional Exchange Bank; M. W. Turner, presi- 
dent, American National Bank; Hon. H. R. 
Willis of the Mountain Trust Bank, and Hon. 
Sinclair Brown, representing the Farmers Na- 
tional Bank of Salem. 

O. J. Lacey, agency manager, was compli- 
mented upon his fine work for the company, as 
were other officers who had assisted materially 
in its success. 

The Shenandoah Life has issued a new policy 
entitled the Special Optional Multiple Endow- 
ment, and as indicated by the initials of the 
title it is “some” policy. This is practically a 
payment life policy with gradually increasing 
protection, maturing as a paid-up life certifi- 
cate for its face from 14 to 16 years. But it 
is practically an ordinary life policy if the 
insured dies before maturity and becomes an 
old age endowment policy if he lives. With this 
new policy to aid the salesman the Shenandoah 
ought to make a record this year. 


—The Indiana University will conduct a fire and 
life insurance class in its school of commerce and 
finance beginning in September. 

—Company desiring a secretary or agency superin- 
tendent who has had long experience with a successful 
general agency should communicate with the party 
who advertises elsewhere in this issie. 

—A substantial Canadian life insurance company 
advertises in another column for a young actuary, to 
be employed at the company’s head office. This is 
an excellent opportunity for a bright, progressive 
young man to become identified with a growing com- 


pany. 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. Moody, Jr., President of Galveston, Texas 


Life Insurance in Force 
Over $145,000,000 December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES In 


Alabama Kansas New Mexico 
Arkansas Kentucky North Carolina 
California Louisiana South Carolina 
Florida Mississippi Oklahoma 
Georgia Missouri Tennessee 


Texas and Virginia 


For Information Regarding Them 
Write To 
Cc. S. Hutchings W. J. Shaw 


Agency Manager Agency Manager 
Ordinary Dept. Industrial Dept. 


Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








Insurance in Force—Over $163,000,000.00 








Large Strong Progressive 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 


























A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or- 
dinary and Industrial Straight 
Life Insurance 


Home Office 
NASHVILLE TENNESSEE “ 


AGENCY CO-OPERATION 


through direct mail advertising is just one of the 
features which give Fidelity men a distinct advantage. 
Last year we distributed 41,341 direct leads—all in- 
terested prospects who requested information. ‘This 
service, and its original policy contracts, enabled 
Fidelity toshow an increase of 28.35 per cent. in paid 
business last year. 


Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $203,- 
000,000. Faithfully serving insurers since 1878. 


A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, Philadelphia 
WALTER LE MAR TALBOT, President 




















- ADVICE OF GREAT VALUE TO 


THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY EN= 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
SPECTATOR. 


Sample copy 15 cents 1006 copies....... $25.00 
100 copies..........$4.00 5000 copies....... 100.00 
BED COMERS... 00000608 15.00 10,000 copies....... 180.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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HOLDS AGENCY MEETING 





Missouri State Life One Hundred 
Thousand Dollar Men at 
Hot Springs 





JOHN L. SHUFF PRINCIPAL SPEAKER 
J. Tom Dannel Elected Head of Southern 
Division Club 
An address by John L. Shuff, manager, home 
office general agency of the Union Central Life 
Insurance Company of Cincinnati, was a fea- 
ture of the program of the Southern Division, 
One Hundred Thousand Dollar Club, of the 
\lissouri State Life Insurance Company, which 
met in convention at Hot Springs, Va., July 11 
and 12, Mr. Shuff spoke at the morning ses- 
sion on the subject of “You Will Get Out of 
the World What You Put Into ‘the World,” 
and at the banquet in the evening he made a 
short impromptu speech. President M. E. 
Singleton presided. The new officers of the 
Southern Division were announced as follows: 

President, J. Tom Dannel, Timberlake 
\gency, Tennessee; vice-presidents, F. M. 
Cooper, Powell Agency, Arkansas; C. L. Guer- 
rant, Walker Agency, Virginia; J. E. Mills, 
llarper Agency, Tennessee; E. E. Cook, Lorick 
& Vaiden, Georgia. These honors were 
awarded for personal production. 

Dr. B. Y. Jaudon, medical director, in his 
with reference to standard and 
sub-standard risks, stated: “While we are 
aware of the fact that there is much to be 
learned in the underwriting and medical selec- 
tion of sub-standard risks, we feel that the use 
of the numerical system of rating, the medico- 
actuarial and other proven experience tables, 
and a careful study of each individual case, 
have taken this class of risk out of the in- 
definite class, have removed the element of un- 
certainty to a great extent, and have given the 
underwriter and the medical director a basis 
whereby they can more accurately measure the 
mortality expected in any given case, and 
therefore arrive at a rating that will prove 
satisfactory to all concerned. 


suggestions 


Patent Infringement Case 

The United States District Court in the 
Western District of New York recently de- 
cided a patent case of interest to bonding com- 
panies. The case was that of the Permutite 
Company against Harvey Laundry Company 
and Refinite Company, and related to an ap- 
paratus for softening water by using zeolites. 
The patent was not limited to any particular 
of zeolitic material. In this case, the 
utility of the apparatus in suit for producing 
absolutely soft water was not disputed. After 
analyzing the claims of the patentee, it was 
found that his patent was not anticipated by 
thers, while it was found that the apparatus 
of the Refinite Company did infringe the 
Permutite patent, and an injunction and ac- 
counting were decreed by the court. Any 
honding company interested may secure a 
of this decision from the Permutite 


class 


copy 


Company, 440 Fourth avenue, New York. 
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BIG CASUALTY MEETING DATES SET 
Conventions to be Held at White Sulphur 
Springs September 22-24 

The International Association of Casualty 
and Surety Underwriters and the National 
Association of Casualty and Surety Agents 
wiil hold their annual convention at the Green- 
brier hotel, White Sulphur Springs, W. Va., 
on Thursday, Friday and Saturday, September 
22, 23 and 24. This will enable underwriters 
attending these sessions to also go to the 
meeting of the National Convention of Insur- 
ance Commissioners at Louisville, Ky., which 
will begin on the following Tuesday. 


Disease Compensation Upheld by New 
Jersey Court 

If a disease ensues to a person following an 
accident, and, as a result, death takes place to 
the individual, the rendering of a compensa- 
tion judgment by a court is all right, according 
to an opinion handed down in the New Jersey 
Supreme Court by Justice Thomas W. Tren- 
chard, in which the Union County Court of 
Common Pleas was sustained in ruling in 
favor of compensation of $5.25 for 300 weeks, 
$100 counsel fee, and $100 funeral expenses in 
action brought for the demise of Jacob Geizel, 
72 years old, an employe of the Regina Com- 
pany, Rahway. 

A raging snowstorm prevented the removal 
of the man from the plant of the company on 
February 6, 1920, when he was caught he- 
tween the door and casing of an elevator, and, 
as a result, he had to be hurried to his home 
in a sleigh. He died seventeen days later. 

It was contended by the company that 
Geizel did not die from injuries received at the 
plant, but did pass away from diabetes, from 
which, it was claimed, he suffered. 


Casualty Company of America to Pay 
Twenty-five Per Cent Soon 

Creditors of the Casualty Company of 
America, which was taken over for liquidation 
by the State Department of Insurance four 
years ago, will soon receive a cash distribution 
of twenty-five per cent of their approved 
claims, according to an announcement by the 
department’s liquidation bureau. Announce- 
ment of the dividend follows the verification 
by Jesse S. Phillips, State Superintendent of 
Insurance, of a comprehensive audit and re- 
port showing assets of $3,253,237 on May 31. 

Clarence C. Fowler, the special deputy 
under whose direct charge the liquidation was 
effected, will appear before the Supreme Court 
on August 12 to move that Mr. Phillips’s re- 
port be confirmed and that an order for pay- 
ment of the first dividend be entered. Mr. 
Fowler said that after the order was entered 
a certain additional period would be necessary 
in order to comply with the legal formalities 
required to be effected before dividend checks 
could be issued. 
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Workmen’s Compensation Act Upheld 


The constitutionality of the workmen’s com- 
pensation act was upheld by the supreme 
court when the Manufacturers Liability In- 
surance Company, a corporation of this State 
which insures corporations against loss from 
injury to workmen, attacked the payment of 
compensation to Alexander Dubies, an em- 
ployee of the Tietjen and Lang Dry Dock 
Company of Hudson county, N. J. 

In appealing an award to Dubies of $80 
in the Hudson county circuit court to the 
supreme court, the company admitted making 
payments to Dubies as compensation for in- 
juries received while working for the docking 
concern, but said that the payments were made 
contrary to law, as the compensation act: vio- 
lated Article Three, Section Two, of the United 
States Constitution. The company also claimed 
there was no contract with the injured man 
to pay him compensation, but ‘the court, in 
affirming the verdict of the trial court, said 
that the admitted payment of compensation by 
the insurance company to the injured man was 
evidence that the company regarded a contract 
as existing. 

The supreme court also disposed in the same 
way of an appeal by the dry dock company 
and the insurance company of an award to 
Minnie Knauber, whose husband was killed 
while in the employ of the dry dock company. 


New Agency Organization in Utah 

The Continental Agency is the name of a 
new insurance agency which has been incor- 
porated in Utah with a capital stock of $50,- 
ooo. The president is Phil J. Purcell, an1 
R. W. Sloan is vice-president. 
officers own most of the stock. The com- 
pany will do a general -insurance business. 
Mr. Purcell has heen in charge of the Salt 
Lake City accident and health department of 
the Continental Casualty for some time, whilst 
Mr. Sloan was president of the Agency Com- 
pany of Salt Lake City, one of the largest in- 
surance agencies in the intermountain country. 
This agency was until recently general agents 
and managers of the Guardian Fire Insurance 
Company of Utah. 


These two 





Security Automobile Organizing at Little 
Rock, Ark. 

Articles of incorporation for the Security 
Automobile Insurance Company of Little Rock 
were filed Saturday morning with the county 
clerk by the incorporators, ‘Lon W. Long, 
Arthur Haggard and W. B. Hollingsworth. 
The business of the concern will be to insure 
cars against fire, theft, windstorm, collision, 
property damage, etc. The stockholders of the 
Cement Products Company, which has never 
been in operation, filed notice of dissolution 
with the county clerk Saturday morning. 
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Position Wanted 


Actuarial 


Actuarial 














POSITION WANTED 


as manager or superintendent of Accident and 
Health claim department by one who has had 
fourteen years’ actual experience in all branches 
of Insurance Claim work. 


Address J. C. B. care of THE SPECTATOR 








Company Secretary or 
Superintendent of Agents 


Have had years of experience in finding and 
training of new men with agency which paid for 
$100,000,000 of life insurance in thirty years. 
References are best possible. 

Address A. B. C. care of THE SPECTATOR, New 
York. 


ACTUARY WANTED 


Progressive Canadian Life Insur- 
ance Company desires to employ 
young resident actuary who would 
be willing to commence at a nom- 
inal salary and work up with the 
Company’s growth. Young man 
of progressive tendencies essential. 
Apply Box 130, care of THE 
SPECTATOR, New York, N. Y. 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 

















T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 








Help Wanted 








WANTED 


Young man who is thoroughly conversant with 
Pennsylvania Workmen's Compensation claim 
detail and one who has executive office ability in 
a company writing a very large volume of business 
in this line. 


Box 60 care of THE SPECTATOR, New York. 





FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 














WANTED 


Underwriter for Pennsylvania Workmen's Com- 
pensation and kindred lines in company doing a 
large volume of business. Young man (pref- 
erably married) with old line stock company train- 
ing, capable of handling office force. Excellent 
oppoitunity. 


Box 80 care of THe Spectator, New York 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











FREDERIC S, WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 8761 














COMPETENT MAN 


wants position as Assistant Secretary and Office Manager. 
Experienced in all departments of Home Office, able to direct, 
supervise, and organize work of staff. Always gives considerable 
thought to the necessary changes for improvement in the giving 
of service to all interested. — References as to ability, 
personality and character will be given if you write 


MANAGER, care of THE SPECTATOR, New York 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union | New Amsterdam 
mobile- ford National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- ——w Company 


British-Amer. As- writers America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 














GSOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents; 


Box 351 


San Juan Porto Rico 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 











FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
—— or Fraternal Life Companies, Associations or 
Jers. 

Temporary money advanced on strictly private 

) arrangements. 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 664 Masonic Temple, Chicago, Ill. 








JULIAN C. HARVEY 
CONSULTING 
ACTUARY ' 


CHEMICAL BUILDING ST. LOUIS, MO. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 
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Miscellaneous Insurance 














Actuarial 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C NASHVILLE, TENNESSEE 
10 Jackson Place, N. W Independent Life Buildnig 

















Insurance Examiners and Adjusters 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for*Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 














Columbia University Teaching Insurance 


In its announcement of its afternoon and evening 
courses in business covering the season of 1921-1922, 
Columbia University, New York, in its professional 
accounting course presents among its list of electives, 


courses in fire insurance, marine insurance and 
casualty insurance. 
Fire insurance and casualty insurance are taught 


hy Professor R. H. Blanchard and marine insurance 
hy Professor Blanchard, and others. The hours for 
fire insurance are 5:50 to 7:30 P. M. on Thursdays 
and it is stated that six lectures in this course will 
he given by R. P. Barbour. The marine insurance 
are 5:50 to 7:30 P. M. on Thursdays 
and the casualty insurance course is taught at 5:50 
to 7:30 P. M. on Wednesdays. Further particulars 
may be learned by application to Room 301, University 
Hall, Columbia University, New York. 


course hours 


Insurance Company 
its business in 


The 


f Youngstown, 


Security Auto Mutual 
Ohio, has reinsured 
Mutual Casualty Insurance Com- 


( 


the Lumberman’s 
pany, 

—The June number of Laboratories Data contains 
an article on automobile brakes by Sydney V. James, 
into the mechanics 


mechanical engineer, which goes 
of brakes quite exhaustivly. 
—The revised “list of inspected electrical ap- 


Pliances”? has been issued by the Underwriters Labo- 
ratories, Chicago, under date of April, 1921. 
a very complete list, which, with index, embraces 220 
pages, 


This is 
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William Stanford has been appointed man- 
ager of the Equitable Life of New York at 
San Jose, Cal. 

G. L. Goodell has been appointed special 
agent for the Continental Fire in its Oregon 
field. He will make his headquarters at 
Portland. 

R. K. Sommers has resigned his position 
with the Chicago Board of Underwriters to 
accept an appointment as special agent for 
the Niagara Fire in Illinois. 

W. Woods White, general agent at Atlanta 
for the Northwestern Mutual, has tendered his 
resignation to that company effective July I. 
Mr. White is retiring from active business. 

Among the recent distinguished visitors to 
San Francisco was Second Vice-President 
Frank H. Davis of the Equitable Life of New 
York, who spent several days the guest of 
Manager A. M. Shields. 

J. W. Francis has resigned as secretary of 
the Indemnity Company of America, of St. 
Louis. Mr. Francis was one of the founders 
of the company and is known to have been a 
heavy producer of business. : 

W. A. Hurst, manager and secretary of the 
Car and General Insurance Corporation of 
London, was in New York last week on his 
way back to England, following a visit to the 
Canadian branch of the company. 

A. V. Holman, who for some time has had 
charge of the surveying work for the Board of 
Fire Underwriters of the Pacific in the Idaho 
panhandle, has resigned to become special 
agent for the American Eagle and Fidelity- 
Phenix in Western Washington. 

Harry B. Rosen, the world’s leading life 
insurance agent, was given an allotment in the 
New York efficiency contest of $967,700. On 
June 30, thirty days ahead of time, reports 
from his office showed that he had already 
paid for in the efficiency contest $1,170,000, 
over $200,000 in excess of his allotment. 

Manager F.. R. Woodbury and Assistant 
Manager W. B. Snowden of the New York 
office of the Pacific Mutual Life attended the 
Pacific Mutual convention which was held at 
the home office of the company in Los Angeles, 
July 5, 6 and 7. Manager Woodbury expects 
to remain a month or six weeks on the coast. 

Winslow Russell, vice-president of the 
Phoenix Mutual Life of Hartford, and Fred- 
erick A. Wallis, general agent of Fidelity 
Mutual Life in New York and also Commis- 
sioner of Immigration at the Port of New 
York, were speakers at the convention of the 
Christian Endeavor Society in New York 
last week. 

Miss Blanche Underhill of Hartford and 
well known to all visitors of the Orient Insur- 
ance Company’s office there, is to be married 
shortly. Miss Underhill has made many 
friends among insurance people and it will be 
learned with interest that she is to marry a 
veteran of the World War, who is now a 
secretary to the Governor of Connecticut. 

A. J. Lamie of New York, traveling super- 
vising engineer for the Columbia Casualty 
Company, is making a tour of the Pacific 
Coast. He expects to spend some time in San 
Francisco in consultation with Pacific Coast 
Superintendent F. R. Shoemaker with a view 
to still further improving the efficient service 
which the company is rendering in the Pacific 
Coast field. 

Robert D. Flinn, superintendent of agencies 
of the National Union of Pittsburgh, has re- 
signed and will become affiliated with the 
Commercial Union and its allied interests at 
Chicago, as the head of one of the important 
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underwriting divisions of that office. Mr. 
Flinn commenced his insurance career with 
the Commercial Union a number of years ago, 
but subsequently served in the Western de- 
partment of the Great American. 





The Southern States Life Insurance 
Company 

In filling the vacancy in the office of secre- 
tary and treasurer of the Southern States Life 
Insurance Company the directors of the com- 
pany had in view the relieving of the president, 
Wilmer L. Moore, of some of the burden of 
responsibility which he has heretofore carried 
so as to enable him to exercise with greater 
freedom the executive functions of his office. 

The following appointments were made at the 
directors’ meeting called for Monday, June 27: 
William R. Halliday, vice-president and actu- 
ary; Robert F. Moore, secretary; A. H. Ram- 
sey, treasurer, and M. A. Lochridge, assistant 
secretary. 

Mr. Halliday, who is a member of the Actu- 
arial Society of America as well as of the 
Faculty of Actuaries in Scotland, received his 
early training in actuarial science in the home 
office of the North British and Mercantile In- 
surance Company in Edinburgh, Scotland, one 
of the best possible schools of training. Since 
coming to the United States in 1910 he has 
made his headquarters in Birmingham, Ala., 
and has been representing the State Insurance 
Department of Alabama, Tennessee and Mis- 
sissippi as their examining actuary. 

Robert I. Moore has been with the Southern 
States Life since its organization as agency 
secretary, after having had ten years’ experi- 
ence in the field as soliciting agent, branch 
office manager and superintendent of agents in 
the States of Pennsylvania, New Jersey and 
New York. The promotion of “Uncle Bob,” 
as he is familiarly called, will be felt by all as 
a fitting reward for his fifteen years’ loyal 
service with the company. Mr. Moore and Mr. 
Halliday were both elected to the board of 
directors. 

Mr. Ramsey has been connected with the 
treasurer’s department all through his connec- 
tion with the company, and was naturally in 
line for promotion to the position of head of 
that department. 

Mr. Lochridge is another whose loyal service 
of more than eleven years as chief of the policy 
department and manager of the renewal de- 
partment renders him eminently fitted for the 
new office which has been created. 


Refuse Lion Bonding Receivership © 

Judge Martin J. Wade, in Federal Court, re- 
fused reecivership for the Lion Bonding Com- 
pany of Omaha. The refusal was based upon 
the grounds that the Polk County District Cou’t 
had already assumed jurisdiction and _ the 
United States courts refused to interfere. The 
petition for receiver was filed by A, H, Karatz. 
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PUBLIC LIFE INSURANCE: CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE ‘COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


HE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
° COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE; President DANIEL BOONE, Jr.; Secretary 


The Fraternal Protective Association 


12-20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 











SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 

Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 














THE GREAT DEVELOPMENT 


’ the Western Provinces affects all lines—none more than that of_the Life Insurance 
gent. 

And, naturally, no Agents can take such decided advantages of this development 
as those representing a Company so intimately associated with Western progress as 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg 


Life Agents of ability and experience are invited to investigate the opportunities 
offering at the present time with The Great-West Life. 











Manuals of Compensation, Lia- 
bility and Automobile Insurance 


THE SPECTATOR COMPANY is in a position to supply to Companies 
and Agents Manuals as follows: 


Manual of Compensation and Liability Insurance 
—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen's compensation and 
liability insurance, the compilers have confined their labors to individual 
States. Now that nearly half the States of the Union have enacted com- 
pensation laws it has been found feasible to compile a basis manual appli- 
cable to all States. Issued in loose leaf form. 


The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 


MANUAL OF LIABILITY INSURANCE—RULES AND RATES. 


Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desired. 


New Jersey Manual of Compensation and Liability Insurance (January 
Ist, 1921.) 


Companies and Agents can also be supplied with Manual dealing with 
Automobile Liability Insurance, in three parts as follows: 


Automobile Manual—Horse Power Ratings, 1905 to 1920 Models. 
a ‘«« —Supplement—Listing 1921 Models. 
- ‘© —Rules for Writing Liability Property Damage 
and Collision Insurance. 
sie at —Differential Rate Sheets. 
Digest of Workmen’s Compensation Laws, Seventh Edition, 
December, 1920 


These Manuals are official and can be supplied n quantities to suit. 
For prices and further particualrs, address 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
NATIONAL LiFE BUILDING NEW YORK 











EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
= and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Thos, F, Daly, President DENVER, COLORADO 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date 
of issue and are up-to-date in every respect. 


ORDINARY POLICIES contaia a valuable TOTAL AND PERMA- 
NENT DISABILITY Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 


A Home Life policy brings peace of 

mind to the man who loves his family. 
BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-Pres. 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treas. 
Independence Square, Philadelphia, Pa. 


























HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 

Orders and remittances should be sent to 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York 
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